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CODE ON TRUST PLANS 
ADOPTED IN NEW YORK 


Important Action Taken at Joint 
Session of Life Men and 
Trust Officers 


FIRST MEETING OF KIND 


New Turn in Development Seen by 
Speakers, Including Myrick, Park- 
inson, Perkins and Wells 


NEW YORK, May 24.—Important 
action on trust company cooperation 
was taken here Monday afternoon at a 
joint meeting of the New York Asso- 


ciation of Life Underwriters and the 
Corporate Fiduciaries Association of 


New York City, the first of its kind to 
be held in the country and an impor- 
tant beginning in the cooperative 
movement. Many dignitaries in the 
ranks of both professions were present, 
the speakers including Julian S. Myrick, 
president of the National Association of 
Life Underwriters; Graham C. Wells, 
past president of that association and 
chairman of the committee on trust 
company cooperation; James H. Per- 
kins, president of the Farmers Loan & 
Trust Company, and Thomas I. Park- 
inson, president of the Equitable Life 
of New York. 
Myrick Presided 


Mr. Myrick was named chairman of 
the joint meeting and in his introduc- 
tory remarks spoke of the importance 
of the conference. He pointed out that 
the National Association of Life Under- 
writers had found the item of coopera- 
tion between banks and life insurance 
one of its major problems, and this ses- 
sion, the first of its kind to be held in 
the country, was gratifying and prom- 
ised a speedy ironing out of all diffi- 
culties. Mr. Myrick lauded the work 
of the trust companies in the develop- 
ment of the life insurance trust, saying 
that their advertising had been a great 
boon to life insurance. The trust com- 
panies have contributed greatly to the 
idea of estate conservation. He said 
that this cooperative program could 
only work for harmony and effective- 
ness throughout the city and even 
through the country. Mr. Myrick said 
that the financial fabric of the country 
is made up of these two great institu- 
tions, banking and insurance and their 
development requires sincere cooper- 
ation. 


Banker Urges Cooperation 


Mr. Perkins, who is a trustee of the 
Mutual Life of New York and a mem- 
ber of its finance committee, in addition 
to his banking: conections, told of the 
need and value of the cooperation be- 
tween the two institutions and pictured 
a glowing future for both. He spoke 
of the gigantic growth of life insurance 
in recent years and said that he believes 
the growth of trust companies in their 
trust departments is going to follow a 
similar course. Mr. Perkins stressed the 
Separate interests of the two institutions 














| SALES OF ORDINARY IN APRIL SHOW 
| SLIGHT LOSS—INCREASE FOR YEAR 
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proved favorable for most of the 

United States and Canadian com- 
panies reporting to the Life Insurance 
Sales Research Bureau. Of these com- 
panies 52 percent recorded increased 
production for April over their 1927 rec- 
ords. The gain fon the whole coun- 
try amounts to 2 percent for the year 
to date over last year’s record. Most 
sections in the United States showed in- 
creased production during this period. 


New England Record Good 


Te first four months this year 


The New England states as a whole 
showed excellent records for the four 
months with a gain of 6 percent over 
last April’s records and 7 percent for the 
first four months of this year. Sales 
in the middle Atlantic section show a 
slight loss from last April’s volume. 
The record for the four months is prac- 
tically identical with that of the same 
period in 1927. 

Ohio and Wisconsin are the only 
states in the east north central section 
to record increased production over last 
April. <A 5 percent loss is reported by 
the section as a whole. The year-to- 
date gain of 1 percent is shared by all 
states except Michigan. North Dakota 
leads the west north central section with 
an 18 percent increase for the month 
which is shared by 68 percent of contrib- 
uting companies, The section as a 
whole gained 2 percent. The 4 percent 
gain for the first four months of this 


year is led by a 21 percent gain in 


North Dakota. 
Situation in South 


South Carolina leads the other south 
Atlantic states for April with a gain 
of 19 percent. The section as a whole 
averages production 1 percent less than 
that recorded for last April. A 2 per- 
cent increase is reported for the four 
months. Kentucky alone in the east 
south central section reports a loss in 
monthly sales. The section as a whole 
gained 2 percent over last April. Sales 
this year have increased 7 percent over 
production in the first four months of 
1927. The west south central section 
leads the country with its monthly gain 
of 9 percent. Monthly records continue 
to improve among the four states com- 
prising this section, with the exception 
of Louisiana, whose sales this month 
were 15 percent less than last April. 
Arkansas leads with a 30 percent gain. 
All states show some gain for the four 
months, a 9 percent increase being re- 
corded for the section as a whole. 


Losses in Coast Section 


The mountain section reports a loss 
from April. A gain of 1 percent for 
the four months is recorded. Sales 
for the month in the Pacific states are 
6 percent less than for April, 1927. 
Sales for the four months are lower 
than the corresponding records for 1927. 
The losses are universal throughout the 
section. 








and said that each desired to remain in 
their own distinctive field and would 
not profit by overlapping. He com- 
mended the code of ethics or general 
policy which the committees of the two 
associations have drawn up and said 
that, though he could not speak offi- 
cially for anyone but himself, he be- 
lieved the trust companies throughout 
the city and nationwide 
voice hearty approval of it. 


Parkinson Gives Views 


Thomas I Parkinson, president of the 
Equitable Life of New York, also 
stressed the individuality of the service 
of the two businesses which have here 
come together. He said that all are 
in the “same boat,” serving about the 
same people and in about the same way, 
but their various services are of distinct 
types and do not overlap. He said | 
that all trust men and life underwriters | 
should cooperate to induce the public 
to take one or another of the various 


would only 





But it was pointed out that present day 
conditions do not permit of this merg- 
ing of interests and the life insurance 
and trust company functions are sep- 
arate. What Mr. Parkinson emphasized 
is that there should be greater compe- 
tency on the part of each in their in- 
dividual duties. 


Report Made by Wells 


Mr. Wells, as chairman of the com- 
mittee which drew up the new trust 
agreement policy, reported for that com- 
mittee, listing the principles for ap- 
proval as follow: 

1. It is recognized by underwriters 
and trust officials that the best interests 
of the prospect and his beneficiaries 
shall be the guiding principle governing 
the creation of insurance trusts and the 
rendering of estate service. 

2. Trust officials will advise and en- 
courage adequate insurance protection 
and will collaborate with life under- 
| writers to accomplish this result. Trust 


thrift schemes, and the basic idea should | officials are not to be expected to fur- 
be to fit to the prospects the most suit- | nish underwriters with lists of prospects, 


able scheme. 


He pointed out that there | however, nor to assist underwriters, by 


is but one scheme where the amount | letter of introduction, or otherwise, to 
sought as an estate could be provided | establish contact with prospects. 


without doubt or danger, and this is 
life insurance. Thus the life insurance 


trust is the plan which creates and con- | 


serves the estate for the best interests 
of many cases. Mr. Parkinson empha- 
sized, however, that the two services | 
are distinct, and development should 
be with this in view. He cited an ex- 
ample of an old Philadelphia lawyer 
who, in effect, was a life insurance trust 
himself, writing funds in his office and 
also administering their distribution. 


| 


Overlapping Is Banned 


3. The financial returns to each inter- 


| est shall come wholly from their respec- 








tive services. The trust institution shall 
not expect to receive compensation on 
the sale of life insurance. Life under- 
writers shall not expect to receive com- 
pensation for the placing of the insur- 
ance trust with a given trust institution 
or for any other banking or trust rela- 
(CONTINUED ON PAGE 27) 





VIEW EFFECT OF NEW 
YORK INVESTMENT LAWS 


Companies See Far-Reaching Im- 
portance of Financial Side 
of Business 


STILL AT DISADVANTAGE 


Returns Earned by Sun Life Demon- 
strate Benefit of Canadian 
Policy 


NEW YORK, May 24—One of the 
most interesting phases of the life in- 
surance business today is the investment 
side and this is of particular note at the 
present time, due to the recent liberali- 
zation of the New York investment laws 
governing life company operations. This 
is, in effect, a matter affecting the entire 
life insurance structure in this country, 
for the companies operating in New 
York are bound by its laws and these 
companies represent over 80 per cent of 
the total business today. I1t is more 
closely studied today than in the past, 
due to the increased public interest in 
investment problems and also to the in- 
creased importance of the financial side 
of the business in the final returns. 

Far-Reaching Importance 


In the past, the investment department 
was rather regarded as one of the essen- 
tial departments, but one less important 
to the advancement of the business than 
the agency or actuarial departments. It 
was from the investment department, of 
course, that a very representative part 
of the total company income was drawn, 
but in no degree was it as important as 
it is today. Now the life companies have 
a very large proportion of their income 
from this source and its significance is 
reflected in every phase of the business, 
Agency problems and actuarial practice 
are guided to a degree by the investment 
program, for a variance in this program 
can often mean the difference of a mar- 
gin sufficient to grant or deny certain 
commission scales or dividend schedules. 
Also, with the rapid growth in the total 
of funds left with the companies, it is of 
increasing importance, inasmuch as the 
return becomes a factor in the sale- 
ability of the policies. 


Given Close Study 


It is for this reason that so much 
attention has been directed to this prob- 
lem, though this is not the only reason 
for the companies’ desire to liberalize 
their investment policy. They have 
found the present investment market 
difficult to maneuver to the best advan- 
tage. The great flood of available 
money has made it difficult for the com- 
panies to place their funds most advan- 
tageously, the best issues being quickly 
absorbed under the very strict limita- 
tions placed on their actions in the past. 
This, of course, was aggravated by the 
tendency towards lower interest rates, 
which has become increasingly evident 
in recent months and the companies 

(CONTINUED ON PAGE 27) 
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TAGGART HAS ADMITTED 
SIX NEW COMPANIES 


STILL STUDYING SITUATION 


Pennsylvania Insurance Commissioner 
Does Not Want His State Im- 
posed on by Outsiders 


PHILADELPHIA, May 23.—The war 
between the Pennsylvania and Texas de- 
Partments is at an-end. The trouble 
which arose over the refusal of Com- 
missioner Taggart to license the Trinity 
Fire and which caused Texas to refuse 
licenses to Pennsylvania companies and 
to refuse te renew expiring licenses has 
been settled with the decision to admit 
the Trinity Fire to Pennsylvania. A 
statement from the department today 
says that “the application of the Trinity 
Fire of Texas is being considered and no 
further action will be taken in the 
premises until certain papers relative to 
the application are filed in this office.” 
The sending of the papers is only a mere 
formality to meet legal requirements. 
However, the department announced that 
the application of the Massachusetts 
Casualty has not been approved. 


NEW YORK, May 23.—The action 
of Insurance Commissioner Taggart of 
Pennsylvania in refusing to license ad- 
ditional companies in his state because 
he feels there is probably sufficient un- 
derwriting capacity to take care of all 
needs in his opinion has aroused resent- 
ment in many quarters. It is an in- 
dication, company officials say, of a 
serious ‘stretch of supervising authority 
that bodes no good. It is announced, 
however, that after a conference with 
the attorney general of his state the 
commissioner has decided to admit two 
New Jersey and four New York com- 
panies. The New York companies are 
the Guardian Fire, American Merchant 
Marine, Transportation Fire and the 
Brooklyn Fire. The New Jersey com- 
panies are the Merchants & Manufac- 
turers Fire of Newark, and Bankers 
National Life of Jersey City. Commis- 
sioner Taggart has taken no further 
action after rejecting the application of 
Trinity Fire of Dallas, which resulted 
in the Texas department refusing to 
license some Pennsylvania companies 
until the Pennsylvania commissioner 
changes front. He still withholds license 
for the Massachusetts Casualty also. 


Still Studying Question 


Colonel Taggart states that he is still 
studying the needs of the state from 
the standpoint of company capacity. He 
has held that there are possibly suffi- 
cient companies of all kinds operating 
in Pennsylvania to take care of the 
present needs. He states that he has 
not definitely refused to admit further 
any companies, but has suspended ac- 
tion until he decides whether present 
facilities are not adequate. So far as 
fire and casualty companies are con- 
cerned he holds that Pennsylvania has 
proved a profitable state and he is not 
enthusiastic over admitting outside com- 
panies to his state to make good their 
deficits of other states. 


Taggart to Go Abroad 


Colonel Taggart will be sailing on a 
trip abroad May 29. Insurance commis- 
sioners were quite anxious that he show 
up at the executive committee meeting 


of the National Convention of Insur- 
ance Commissioners at West Baden, 


Ind., June 4-5. The commissioners were 
hoping that Colonel Taggart could be 
put on the griddle at that time so that 
a showdown would be forthcoming on 
his licensing policy. 


Fire Company Head Covered 


The life of James T. Dargan, Jr., 
president of the newly organized Pub- 
lic Fire of Newark, has been insured 
through the Prudential for $500,000. The 
beneficiary named is the organization 


of which Mr. Dargan is chief executive. 











HUGE TOTAL OF PERSONAL BUSINESS 
ACCOMPANIES AGENCY DEVELOPMENT 





NEW YORK, May 24—Frank Pen- 
nell, New York general agent for the 
State Mutual Life of Massachusetts, is 
writing a unique record of life insur- 
ance production, maintaining a start- 
ling achievement in personal business, 
at the same time that he is doubling 
his agency’s business. Mr. Pennell has 
been one of the outstanding personal 
producers in New York for several 
years and on the first of this year he 
took on the management of the State 
Mutual office. He has given practically 
all of his time to the agency work and 
has practically doubled its business thus 
far this year, as compared with last 
year, yet he has found time to roll up 
a total of personal business of $2,300,000 
since Jan. 1. 

Mr. Pennell has been in the life in- 
surance business for 14 years, first in 
the publicity end and since 1919 in the 
field. In that first year with the rate 
book, when he joined the Mutual Bene- 
fit, he paid for $500,000 and since that 
time has steadily increased his produc- 
tion, being in the millionaire class for 
several years. In 1927 he paid for 
$2,150,000 and in the first four and one- 
half months of this year he has passed 
that total, paying for $2,500,000. 





In addition to writing this large per- 
sonal business, Mr. Pennell has been 
making an agency record, practically 
doubling the business of his agency thus 
far this year and bringing it up from 
sixth place in the company ranks to 
second.: It is now runner-up to the 
Clark & Sanborn agency of Boston, 
which has led the company for some 
time. In February, the Pennell agency 
led the country for the State Mutual. 
The production increase is continuing, 
the present indications pointing to a 
May total that will be three times that 
of May last year. This agency increase 
is not the result of Mr. Pennell’s per- 
sonal business, but of consistent agency 
growth, for the buik of his personal 
business has not been able to reflect in 
the agency total, due to the limits of 
acceptance of the individual company. 
Nor has his personal business been the 
result of a strenuous campaign, at the 
sacrifice of agency time. He has de- 
voted his time to agency building, bur 
has cared for his personal clients with 
his customary service and has thus 
reaped the harvest of new business. It 
is an example of the momentum which 
carries along one who has achieved 
success in this field. 


K. C. MANAGERS INSURED 
FOR $32,690 ON AVERAGE 


General agents and managers:of Kan- 


sas City and surrounding cities, who 
attended the Managers’ School con- 
ducted by John Marshall Holcombe, 


Jr., of the Life Insurance Sales Research 
Bureau, carry an average of $32,690 of 
life insurance. As a feature of the last 
day’s session of the school, each man 
was asked to give the amount of insur- 
ance that he owned, writing the figure 
on a slip of paper, and also make a 
guess as to the average amount owned 
by the group. Each of the 43 men tak- 
ing part in the guessing competition put 
up 25 cents toward a prize for the win- 
ning guess. James S. Barrow, manager 


of the National Life U. S. A., and 
Charles E. Brown, agency manager of 
the Mutual Life of New York, both 


estimated the average insurance at $33,- 
000, and the pot was divided between 
them. It was announced that the larg- 
est amount of insurance carried by any 
of those present was $105,000, while the 
smallest was $10,000. 


Monk Suspends Glincher’s License 


BOSTON, May 24.—The case of 
Israel H. Glincher of the New York 
Life at Boston, who was before counsel 
of the Massachusetts insurance depart- 
ment on a charge of rebating last month 
and found guilty, has been reviewed on 
appeal by Commissioner Wesley E. 
Monk. Commissioner Monk finds that 
the allegations of the complaint are true 
and affirms the finding of the counsel of 
the department and has ordered Glin- 
cher’s broker’s license suspended for its 
unexpired term, or until June 30, 1928, 
and that the later license be not re- 
newed prior to Feb. 10, 1929. It was 
alleged that Glincher offered his first 
year's commission to an insured for tak- 
ing out a $10,000 policy, which the agent 
is claimed to have argue dwas necessary 
for him to write in order to hold his 
position in the agency 


Superior Life Starting 


The incorporation of the Superior 
Life of New York has been announced. 
The incorporators are: James S. Wat- 
son, T. Alphonso Dickson, George A. 
James, Sydney T. Christian, Dr. Thomas 


Walters, Norman C. Paterson, Nathan 
O'Flaherty, William Smellie, James E. 


Townsend, James O. Peters, Joseph A. 
Page. Moses E. Williams and Thomas 
E. Wilkins. 


| 
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RELIANCE LIFE REPORT 
SHOWS EXCELLENT GAINS 





An increase of “* than $2,200,000 
in assets since Jan. 1, making the total 
of admitted assets more than $50,000,000, 
is announced by the Reliance Life of 
Pittsburgh. The resources of this com- 
pany, which began business 25 years 
ago with $2,000,000 capital and surplus, 
have increased more than $27,000,000 in 
the past five years and more than 
$43,000,000 in the past decade. 

The annual report for 1927, just is- 
sued, shows invested asset distribution 
of 75.1 per cent in bonds, 19.7 per cent 
in policy loans and 5.2 per cent in 
mortgages. Of the bonds, 56.7 per cent 
are railroad, 16.5 per cent public utility, 


14.6 per cent government, 9.3 per cent 
industrial and 3.1 per cent municipal, 
state and county. 

The report shows $5,533,638 added to 
the reserve fund in 1927, making its 
total $41,967,529. 


Life insurance in force gained more 
than $2,500,000 in April, making the 
$389,222,105. 


Will Maintain Branch Office 


A branch office of the Des Moines 
Life & Annuity, which recently took 
over the Conservative Life of Sioux 
City, will be maintained in Sioux City, 
with Henry Hoskins, formerly general 
agent for the Conservative Life, super- 
vising the branch there. O. G. Lippin- 
cott, formerly superintendent of agents 
for the Conservative Life, will also re- 
main in Sioux City as field superintend- 
ent for the consolidated companies. 

Burton H. Saxton, formerly president 
of the Conservative Life, and now a 
vice-president of the Des Moines com- 
pany, has gone to that city to take up 
his new work. 


Examination to Be Made 


An examination of the International 
Life and Continental Life of St. Louis 
will be made by the insurance depart- 
ments of Oklahoma, Montana, Kansas, 
Missouri, Iowa, California and Idaho. 
One of the questions that the insurance 
departments will have to decide is the 
propriety of the large real estate hold- 
ings of the International. There is no 
question about the value of the real 
estate but some question has been raised 
about the desirability of having a large 
proportion of a life insurance company’s 
assets in unliquid form. 








TWISTERS ARE AGAIN 
ACTIVE IN NEW YORK 


MANAGERS SEEK SOME CURB 


Information Being Collected Which 
May be Used Against 
Offenders 


NEW YORK, May 24—Twisting, al- 
ways a factor in New York, is reported 
to be particularly active at the Present 
time and several offices are giving it 
close attention, with a view of taking 
drastic action to remove the evil. 
Whether any action will be taken or not 
is not known, but there are some of- 
fices that are collecting affidavits and 
information against all available in- 
stances of this kind and sufficient ammu- 
nition is being collected to cause a 
storm, should it be released. These 
offices, which have held closely to the 
ethics of the business and avoided all 
cases of twisting, have had serious in- 
roads made into their business by those 
agents and brokers who do not hold the 
same scruples against the practice and 
thus the managers are determined to 
make some effort to clean out the busi- 
ness and establish a better tone by which 
the public may judge the business. 

Publicity Is Needed 


As twisting is very largely. a matter 
of education of the public, it is at once 
an important problem and a difficult one 
to handle. Publicity is the only weapon 
to be used and the only means of teach- 
ing the public as well as the offenders. 
With the great army of agents and 
brokers in New York, there are always 
some who live on the efforts of others 
and will do so until the public is better 
educated to the value of retaining the 
policies originally issued. For this rea- 
son some offices make it a practice of 
selling only the minimum cost policy 
forms, making them apply to whatever 
needs are at stake, though even this 
does not remove the danger of the 
twister who can find the appeal of a 
slightly lower net cost or some feature 
by which a slight advantage can be se- 
cured. 

Seek to Curb Evil 


The matter is more than that, how- 
ever, for it is true that all of the twisted 
business must be accepted by some ol- 
fices. All of the managers raise their 
voices loudly in protest against the in- 
roads of twisters, yet some of the offices 
must be accepting the business for it is 
unquestionably being shifted from com- 
pany to company by those indulging in 
this unethical practice. Of late some of 
the cases have been flagrant violations 
of the code of ethics and thus have 
furnished documentary evidence for 
prosecution, should it be found neces- 
sary. It is a costly practice, both to the 
companies and the policyholders, and 
seriously damages the public good will, 
which must depend on confidence in the 
agent. The increasing looseness in field 
practices is a dangerous tendency which 
those with the best interests of the 
business at heart wish to curb. It is 
hoped that a curb may be effected by 
the agency managers giving closer 
scrutiny to what they receive, with an 
attack on the offending individuals as 4 
last resort. 


Manhattan Life’s Increase 


The Manhattan Life increased its 
business 43 percent in volume and 46 
percent in applications in April, as com- 
pared with the same month of 1927, and 
the production for May thus far indi- 
cates an increase approaching 70 per- 
cent. The paid-for business for the year 
thus far, which does not include the 
bulk of the record April and May pro- 
duction, is 17 percent ahead of the same 
period last year. April was President's 
Month and the record production was 
in his honor, but the notable increase in 
production is being continued in May. 
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LIFE INSURANCE EDITION 














COMPLETE DETAILS OF _ 
—~| ALL POLICIES GIVEN 









New Edition of Unique Manual— 
Digest Now Being 
Issued 


NO COMPANIES OMITTED 


Contains Extensive Information About 
Companies, Contracts, Rates, Divi- 
dends, and Many Other Items 


The 30th annual edition of the Unique 
Manual-Digest, covering the legal re- 
serve life companies operating in the 
United States, is now being issued. The 
book consists of over 1,500 pages, cov- 
ering the information of over 300 com- 
panies and is.the most complete collec- 
tion of facts and figures dealing with 
the issuing of life insurance contracts 
that is published. It is doubtful 
whether there is any other book pub- 


lished on any other subject that com- 
pares with the Unique Manual-Digest 
in the field of life insurance. 

As an example of the many items 
shown in this book, the index covers 
five pages, No companies are omitted 
for any reason, either because of lack 
of space or for any other reason as the 
Unique Manual-Digest purports to give 
the information on policies of all com- 
panies writing any ordinary life insur- 
ance, 

Complete Information Given 


The Little Gem Life Chart, which is 
also issued by THe Nationa UNpER- 
WRITER, is a smaller book covering only 
the high spots and specializing in net 
cost information on a limited number 
of companies. The Digest, however, 
has five times the amount of informa- 
tion as the Little Gem. Fifty-seven 
items are shown in the annual state- 
ment department, which includes ratios 
on mortality, interest and expense as 
well as details on income, disburse- 
ments, insurance written, insurance in 
force, assets and liabilities. Totals of 
business written, assets, capital, surplus 
and business in force are also computed. 
_In this publication, which has space 
lor adequate treatment, the unusual 
Points about policies are shown. It is 
not necessary to go through the entire 
policy and contract as in other publica- 
tions. The facts about the different pro- 
visions are carefully analyzed, but the 
compilers do not stop there but show 
the practices of the company and ob- 
scure points about contracts which are 
otten overlooked. 


Rates on All Policies 


on rates is most com- 
plete. The usual publication gives only 
rate information on standard forms, 
limited to seven or nine, whereas in this 
book full information is_always given 
irst on the forms which are the most 
popular and which includes many times 
the special policies issued by a great 
number of companies. In addition, rates 
are shown for other forms, as many as 
itty for some companies. 

The section showing the rates at 
three ages for the obscure forms is pos- 
sibly one of the most useful parts of 
the book in that it enables an agent to 
locate and fix in his mind any contract 
that is peculiar or has special features 
and options. The information giving an 
explanation on the various contracts is 
also a great help. 

' sides the rate information, cash 
‘oan, paid-up and extended insurance 


Information 


Values are shown at five year ages, given 
or at least seven forms, including spe- 
contracts. 


tial options and_ special 








CRAIG IS PRESIDENT 
OF ACTUARIAL SOCIETY 


ANNUAL MEETING IS HELD 


Important Papers Presented at Gather- 
ing of Over 200 Actuaries in 
New York 


NEW YORK, May 24—J. D. Craig, 
actuary of the Metropolitan Life, was 
elected president of the Actuarial So- 
ciety of America at its annual meeting 
in New York last week. Over 200 at- 
tended the session, at which several 
important actuarial problems were in- 
timately discussed. One of the import- 
ant papers presented at the meeting was 
that by Arthur Hunter, vice-president 
and actuary of the New York Life, who 
gave the results of several years in- 
tensive study of tropical risks. His 
paper on “Extra Premiums for Ameri- 
cans and Canadians Residing in Tropi- 
cal and Semi-tropical Countries,’ was 
an authoritative presentation of this 
subject, which has undergone a change 
in experience in recent years. Henry 
Moir, president of the United States 
Life, discussed the differences in under- 
writing practices in England and Amer- 
ica. An analysis of experience on 
negro risks was made by Arthur Watt 
of the Pilot Life. Jonathan G. Sharp 
of Woodward, Fondiller & Ryan and 
Kingsland Camp, of the Equitable Life, 
gave papers of a more technical nature. 

The other officers named, in addition 
to Mr. Craig, were as follows: Vice- 
presidents, E. B. Morris, Travelers, and 





J. G. Parker, Imperial Life of Canada; 
secretary, J. S. Thompson, Mutual 
Benefit Life; treasurer, D. G. Alsop, 
Provident Mutual Life; editor of the 


“Transactions,” J. M. Laird, Connecti- 


cut General Life. 





Values are given at every age on ordi- 
nary and 20-payment life for the largest 
companies. 

Dividends and net costs are shown 
with totals for 5, 10, 15 or 20 years for 
both the present scale and actual his- 
tory, making it the most complete ex- 
hibit given in any publication. This ex- 
hibit is made for both the actual his- 
tory and present scale. In addition divi- 
dends are shown on other forms, life, 
endowment, special contracts, term, as 
well as dividends on fully-paid up life 
contracts. In some cases dividends are 
shown for from 20 to 30 policies. 

Over 150 pages of a special depart- 
ment of the book are devoted to gen- 
eral information, which to a great many 


users is worth the cost of the book 
alone. In this department is shown a 
brief history of the company whether 
stock or mutual, the kind of business 
issued and where it is operating, lead- 
ing policies in the order of their pop- 
ularity, summary of nonmedical insur- 
ance, acceptance of substandard risks, 
resume of health and accident con- 


tracts, history and changes of contracts, 
dividend formulas, retroactive principles 
in practice, an analysis of business in 
force and other points about companies. 

Annuity rates are published in full in 
a separate department of the book and 
over 150 pages are given on reserves 
and mortality tables. There is also 
given a list of retired companies, show- 
ing what has happened to each since 
1909. The Digest is therefore, an en- 
cyclopedia of information on life insur- 
ance contracts and the fact that it can 
be found in most offices in the United 
States attests its real value. It is of 
special value to country or detached 
agents who are without constant aid of 
the general agent or branch office. 

Orders will be filled rapidly and any- 
one who has not secured a copy of this 
book for his personal use may address 
the National Underwriter Company, 420 
East 4th street, Cincinnati, O.. or at 
any other offices of the publishers. 
The cost is $4 per copy. 








MUTUAL LIFE FIELD CLUB 
HOLDS ANNUAL SESSION 


BIG MEETING IN WASHINGTON 


President David Houston and William 
Marshall Bullitt Were Ban- 
quet Speakers 


Over 400 members of the $250,000 
Field Club of the Mutual Life of New 
York gathered in Washington, D. C., 
last week for the annual convention. A 
large delegation of home office officials, 
headed by President David F. Houston, 
was present, and George K. Sargent, 
vice-president and superintendent of 
agencies, presided over the business ses- 
sions, as well as acting as toastmaster 
at the banquet which closed the pro- 
gram Saturday night. M. Largeman of 
the Diefendorf agency in New York 
was announced as president of the club 
for the current year, qualifying as the 
leading producer. It was the largest 
total of registration in the history of 
the club, and the only ones absent were 
those unable to attend because of illness. 


Many from Home Office 


During the two days talks were given 
both by the field men and those from 
the home office, the latter speaking on 
the activities of their respective depart- 
ments. During the sessions a question 
box was kept and at the closing ses- 
sion the questions submitted were con- 
sidered and answered from the platform 
by the officers. Those present from the 
home office included President Houston, 
Vice-President Sargent, F. L. Allen, 
vice-president and general counsel; Dr. 


G. M. White, vice-president and man- 
ager of selection; W. A. Hutcheson, 
vice-president and actuary, and W. F. 


Shaw, assistant manager of agencies. 


Houston and Bullitt Spoke 


At the banquet which concluded the 
program, President Houston and Wil- 
liam Marshall Bullitt of Louisville, Ky., 
prominent attorney and former solicitor- 
general of the United States, were the 
speakers. Mr. Bullitt is also a trustee 
of the Mutual Life, and his talk was 
built largely around the past history and 
development of the company. His sub- 
ject was “The Spirit of the Mutual 
Life,” and he told of the prominent part 
the company has played in life insur- 
ance. Mr. Houston, president of the 
company and former secretary of the 
United States treasury, extended the 
picture into the future, speaking of the 
great vision for the future. He told of 
the great possibilities, both for the in- 
stitution of life insurance and for the 
Mutual Life as an important part cf the 
institution. 


Much Trouble Was Caused 


Through an unfortunate error in the 
“Insurance Telephone Directory” of 
Chicago, distributed recently, much 
trouble has been caused the general 
agency of Boyle & Boyle, general agents 
of the Minnesota Mutual Life. After 
the name of the Minnesota Mutual the 
telephone number given is that of an- 
other office, the Whitehill agency, while 
the agency of Boyle & Boyle is omitted 
under the company listing. To make 
it worse, under the agency’s own name 
of Boyle & Boyle the telephone num- 


ber of the Whitehill agency also is 
given. 

The correct telephone number of 
Boyle & Boyle is Franklin 5084. All 


users of the Insurance Telephone Di- 
rectory should correct their books, on 
the third line from the bottom of page 
93. 


Bankers National Enters New States 


The Bankers National Life of Jersey 
City has been licensed in Pennsylvania, 
Washington and Ohio. Plans have been 
developed whereby immediate business 
will result from these new territories 
just entered. 











| PUBLIC LIFE BUSINESS 
STILL HOLDS TOGETHER 


Remarkable Vitality of Legal Re- 
serve Plan Shown by Persist- 
ence After Troubles 


FACTIONS SEEK SALVAGE 


With Reserve Impaired, $4,000,000 in 
Force Is Wanted as Nucleus 
to Build On 





vicissitudes of the Public Life of 
the strange vitality 
reserve life insurance. After 
mismanagement, if not open 
looting, the company still has nearly 
$4,000,000 of insurance in force. 

The company was started with $200,- 
000 capital, the shares being $1 par. 
These were sold at $3 and $4 at first, 
but quickly went up to $10, as the late 
Alfred Clover found that he could get 
that figure for them among the class 
of people who constituted his following. 
Later a stock dividend of 150 percent 
was declared, bringing the capital up 
to $500,000. The stockholders consid- 
ered that their stock cost them $4 per 
share. Not all of the stockholders re- 
ceived the stock dividend. It is said 
that only those who called at the office 
for their certificates got the new stock. 
After a while it was found that there 
were some 30,000 or 35,000 shares of 
dividend stock on hand. These were 
transferred without signatures and again 
sold at $10 or delivered on sales made 
at $10, although representing only a $4 
value. 


The 
Chicago illustrate 
of legal 


incredible 


sale 
Assets Are Scanty 


The present assets consist of $100,000 


in mortgages on deposit with the in- 
surance department at Springfield. 
These are worth par and, of course, 
are unencumbered. Next comes the 
home office building, said to have cost 
over $300,000. An offer of $160,000 is 
claimed to have been made for it re- 
cently. There is a $50,000 mortgage 
against the building, falling due in 
July, 1928. What the building would 


bring on foreclosure is problematical, as 
it is not suitable for any purpose except 
a bank, and the location is of doubtful 
value for banking purposes. 

Then come a few thousand dollars in 
good mortgages held by the company 
until recently, but now pledged as col- 
lateral for loans. 

Policyholders Continue Payments 


The legal reserve amounts to nearly 
$500,000, against which there are per- 
haps $50,000 in policy loans. It is hard 
to count up assets sufficient to match 
the reserve, and yet the policyholders, 
both white and colored, send in their 
premiums whenever they get their 
notices. After unsuccessful attempts to 
reinsure the compary, Commissioner 
Bailey of Illinois, acting as liquidator, 
decided to treat the business as termi- 
nated and returned the premiums sent. 
It is said that he returned about $50,000 
in the six months since the liquida- 
tion began. 

Fight Over the Salwage 


It is this remarkable persistence that 
seems to account for the continued fac- 
tional fights among the stockholders. 
With all reasonable hopes apparently 
gone for any salvage from the stockhold- 
ers, there is nevertheless apparently some 
expectation that the business in force 
could be salvaged for a new company. 
The reinsurance would have to be on 
a lien basis. Some company anxious 
to get a volume in force and swell its 
premium income might offer a pretty 

(CONTINUED ON PAGE 30) 
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THOUGHT 
can 


UNDERSTANDING 


Here is a truth the life insurance sales- 
man would do well to ponder— 































All men with responsibil- 
ities THINK, at some 
time, of insuring their 
lives. If any of them fail 
to do so it is because they 


do not UNDERSTAND 


all its advantages. 


That, in the final analysis, 
is the job of the sales- 
man —to enlighten the 
the uninsured and 
underinsured. 


The Prudentials Or- 
dinary Agencies, 
located in all larger 
cities are prepared 
to give efficient serv- 
ice to brokers. 


Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office - Newark, New Jersey 




















GENERAL AGENT TELLS FELLOW WORKERS 
AGENCY HEAD’S SUPERVISION DUTIES 








one of the Chicago general agents 

of the Penn Mutual Life, made the 
following address at the company’s re- 
cent general agents’ convention in Hot 
Springs, Ark.: 

“Proper management means adequate 
supervision. Of the trinity, selection, 
training, supervision, the last should 
stand first since it is the most important, 
Experience shows clearly that a sales- 
man who is selected with the greatest 
care, and who then is given every pos- 
sible kind of book training, may soon 
join the army of failures because of the 
inadequacy of supervision. A manager’s 
or supervisor’s responsibility just be- 


A LEXANDER E. PATTERSON, 





ALEXANDER E, 


PATTERSON 


gins when the salesman has finished 
training. 

“Supervision involves the following: 
Direct supervision in the field; indirect 
supervision in the agency office; getting 
the agent to follow a program of work; 
helping agents through joint work; ad- 
vising the agent with regard to his fi- 
nancing; controlling agents’ mental atti- 
tudes. 


Managers Must 
Take Responsibility 


“Proper supervision consists in telling 
and showing each agent exactly what to 
do and then seeing that he does it. 
Sometimes a manager, feeling that he 
has told his agents what to do, blames 
them for not doing as they were told. 
Here again the manager rather than the 
agent must shoulder the responsibility. 
Usually the trouble is that the manager 
gives his directions in such general 
terms that the agent doesn’t know how 
to carry them out. He tells the agent 
to study without telling him exactly 
what book and what pages to study and 
for what purposes. He tells him to 
make five or some other number of in- 
terviews each day without showing the 
agent how to get them and how to 
handle them after he is face to face with 
the prospect. He tells the agent to 
keep systematic records without show- 
ing him how. He tells him to follow a 
regular plan of work without giving 
him one to follow. It is showing ‘how’ 
that is important in supervision—not 
only showing how to sell but being sure 
that the agent knows how to do it 
himself. 

“You wouldn’t teach your wife how 
to drive an automobile from a book. In- 
stead, you would get into your car, first 
driving a short distance explaining to 
her the principles of driving as well as 
the rules of the road. Then you would 
put her behind the wheel. That is the 
function of the manager or the super- 
visor in handling the new men, Tell 





the new man what to do and then go 
out and show him how to do it. Let 
the new man conduct some of the inter- 
views after awhile. To revert to the 
automobile driving lesson again. If you 
saw your wife was headed into a tele- 
graph pole or a ditch, you would reach 
over, grab the wheel and steer the car 
back to the middle of the road. It 
would be too expensive not to do it. In 
the same way the supervisor should 
never let the new man lose a case if it 
can be avoided. It would be too ex. 
pensive. He should step in, grab the 
wheel, and steer the sales talk back in 
the middle of the road to a successful 
conclusion, whenever possible. 


Old Agents Also 
Must Follow Rules 


“Supervision of new agents must 
naturally be much closer than in the 
case of agents who are thoroughly 
established and successful. But even 
the old agents must adhere to certain 
rules and receive a certain amount of 
supervision if the agency organization 
is to function effectively as a unit. 

“Sometimes a manager makes the un- 
warranted assumption that because his 
agents are paid solely on a commission 
basis, they are in business for them- 
selves and he has no right to direct their 
activities. But unless one is willing to 
admit that people who are paid a salary 
receive an extra amount for loyalty to 
the organization, one has as much right 
to expect loyalty and willingness to fol- 
low directions from those working on a 
commission basis as from salaried em- 
ployes. In both cases a person is sup- 
posed to receive what he earns; how he 
is paid is incidental. 


Three Main Duties 
Are Involved 


“The work of supervision involves 
three main duties: Keeping the agent 
working along right lines in accordance 
with a definite plan. Correcting errors, 
difficulties, or weaknesses as they arise. 
Giving encouragement and assistance to 
the agent in his work. 

“The first of these duties cannot be 
performed unless the agent is told in 
concrete terms what is the right thing 
to do and is shown how to do it. The 
agent must then be followed up to see 
that he adheres to the program which 
has been taught him. Because the agent 
is trying to practice an art which 1s 
usually unfamiliar to him and in which 
he is unskilled, he almost invariably 
fails to appreciate the significance 0 
different steps in learning the technique 
of that art. Or, he may vary the tech- 
nique intentionally, feeling that some 
new way is superior. 


Supervisor Should 
Correct Agents’ Errors 


“The supervisor therefore must s¢¢ 
exactly how the agent is working s0 
that he can correct errors and mistakes 
as soon as they appear and before they 
become fixed habits. He must show 
the agent wherein he is not working 
according to the methods which are 
taught him, and why the methods that 
the agent is following are undesirable. 
Managers sometimes have trouble with 
the agents who want to do things their 
own way, feeling that they ‘know it all. 
The manager must usually blame him- 
self in such cases for not showing the 
agent why his method is wrong and the 
manager’s method is right. In super 
vising salesmen, of course, it is almost 
invariably better to appeal to an agents 
reason and common sense rather than 
to use the force of authority. ; 

The third type of supervisory duty 
covers a broader field than either of the 
other two. This work is concerned with 
providing new incentives for the age 

(CONTINUED ON PAGE 16) 
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“=tLet Remington Rand Fit Equipment to Your Needs 


The 


to see REMINGTON RAND equipment embraces every 





responsibility and guaranteeing results. One hundred 


shict ; : : 
coon need of your office. All the years of experience and ten trained research engineers, fifteen thousand 
ice of all the affiliated companies of this great organi- skilled workers in twenty-eight factories, four 
tiably zation go into the office devices and — that thousand sales representatives, are back of every 
ice of Remington Rand brings to you. responsibility the Remington Rand man assumes. 
nique po . y . & . . . . 
tech- But you get far more than equipment when you Remington Rand service is available in your city, 
some call on Remington Rand. You get equipment fitted as near as your telephone. Remington Rand Busi- 
to your needs, by a company capable of assuring ness Service Inc., 374 Broadway, New York. 
Library Bureau Filing and Indexing Service is an extremely important part of 
Remington Rand’s contribution to business. Years of experience, in thousands of busi- 
t see nesses of every description, are back of the work of every Library Bureau Service worker. 
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Skyrockets 


make a tremendous fuss when going up and 
present an inspiring spectacle while at the 
peak of their climb, but, once they burst, 
their descent to oblivion is swift. 


High Pressure 


life insurance salesmen run the same course 
—but with disastrous results to themselves, 
their clients, and their company. 


Safety First 


tactics are the rule today with progressive 
life insurance salesmen and life insurance 
companies keenly alive to the many dangers 
incidental to careless agency management. 
The American Central fieldman does not 
“skyrocket” because he operates under a 
scientific arrangement that pays for the busi- 
ness that stays. 


ESTABLISHED is9se 


AMERICAN CENTRAL 
| ~— 


INSURAN 
INDI NAP 


























ANNUAL SALES INSTITUTE 
MEETS IN MINNEAPOLIS 





DARBY A. DAY ON PROGRAM 





Frank See Answers Objections—Tress- 
ler W. Callihan Emphasizes Work 
of Life Underwriter 





MINNEAPOLIS, May 24.—The 
fourth annual Life Insurance Sales In- 
stitute under the auspices of the Minne- 
apolis Association of Life Underwriters, 
in Minneapolis last week, presented 
three star speakers, every one of whom 
made a distinct impression and con- 
tributed valuable material. The three 
were Darby A. Day, general agent for 
the Union Central in Chicago; Frank 
M. See, general agent for the same 
company in St. Louis, and Rev. M. H. 
Lichliter of Columbus, O. 

Darby A. Day presented facts and 
figures showing the magnitude and the 
true meaning of life insurance, and pre- 
dicted that the time will come when 
men will spend their money as they 
make it, and make their investments in 
life insurance, leaving to the life in- 
surance company the saving of their 
money and the handling of their estate. 
This will be accomplished through life 
insurance policies and special annuity 
forms providing income during declin- 
ing years. 

Often in Opposition 


“Ten years ago,” said Mr. Day, “the 
trust companies and life insurance 
agents were often in opposition. Today 
106 trust companies spent $10,000 a 
year each to present the importance of 
life insurance trusts. They do not do 
this because of their altruism, but be- 
cause they have learned that a trust 
without cash is a difficult one to handle. 
An estate without cash means the forced 
sale of the very best securities in it, be- 
cause the cats and dogs cannot be sold.” 

Frank See of St. Louis gave a demon- 
stration on how to handle objections. 
Mr. See says that when a man is ap- 
proached on life insurance he naturally 
brings up all the objections that come 
to his mind at once. He says agents 
should not challenge these statements 
which are merely a “habit response.” 
They are caused by lack of interest, and 
instead of objecting to them the agent 
should talk about something in which 
the prospect is interested. 


Clever Method Given 


After a man has made a statement, 
he is rather inclined to feel that he 
must stick up for it, and if the agent 
attacks it, the prospect will feel called 
upon to rationalize and support the 
position that he has taken. Mr. See 
then called upon the audience to present 
the common objections that they meet, 
and he would show how they could be 
handled. Some of those presented were 
as follows: 

“I have all the life insurance I want.” 

“That’s fine. I presume you have 
worked out a very careful program for 
the disposal of this life insurance pro- 
ceeds. I wonder if you would do me a 
favor. Take this piece of paper and 
without showing it to me, write down 
the total amount of life insurance that 
you carry. Now draw a circle around 
the number of thousands of insurance. 
Would you like to have your wife have 
an income of that much per week?” 
(The amount in the circle represents the 
weekly income at the rate of 5.2 per- 
cent interest on the principal.) 


Policyholder Sets Goal 


Harry T. Miller of Detroit, who was 
brought to Minneapolis by two local 
trust companies and who is a former 
president of the Minneapolis associa- 
tion, talked at the afternoon session. Mr. 
Miller gave a rather exhaustive discus- 
sion of his subject “Cooperation Be- 
tween Life Insurance Companies and 
Trust Companies.” He illustrated his 





REINSURANCE DEAL BOOSTS 
FEDERAL RESERVE FIGURES 





GREAT INCREASE IS SHOWN 





Taking Over Business of United States 
Reserve Gives Company 
$34,000,000 in Force 





The recent reinsurance of the business 
of the United States Reserve of Kansas 
City, Mo., by the Federal Reserve Life 
of Kansas City, Kan., gives the latter 
company additional insurance in the 
amount of approximately $6,000,000, 
making total business now in force of 
approximately $34,000,000, and increases 
the assets of the Kansas company about 
$400,000, making the total admitted as- 
sets about $3,500,000. 

The Federal Reserve Life has had a 
remarkable growth since its organiza- 
tion in 1920. It was organized in south- 
eastern Kansas by W. H. Gregory and 
D. H. Holt of Girard, Kan., and began 
business in 1920 with Kansas City, Kan., 
as its headquarters. Mr. Gregory retired 
from its presidency in January, 1928, 
and was succeeded by Massey Wilson, 
a well known insurance executive of 
St. Louis. E. W. Merritt, Jr., also of 
St. Louis, was chosen first vice-presi- 
dent. Clark Strickland, founder and 
president of the United States Reserve, 
has been chosen third vice-president and 
agency manager. Messrs. Wilson and 
Merritt are moving to Kansas City. 

The Federal Reserve operates in Kan- 
sas, Missouri and Illinois. Its Chicago 
office is developing into one of its 
best agencies and the company now has 
nearly $10,000,000 of business in Chi- 
cago and Cook county. 








talk by many specific instances. 

He said the skilled underwriter must 
be an estate diagnostician. Even i 
small cases the ideal of a trust estate 
can be held before the prospect to great 
advantage, according to Mr. Miller. He 
said that he uses the installment options 
of the policies until the total of life in- 
surance reaches at least $10,000, and 
then he has a trust agreement drawn 
up and asks his client to make a will. 
This plan so enthuses the policyholder 
that he sets his own goal for greater 
amounts of life insurance to accomplish 
his purposes. 


Tressler W. Callihan Talks 


Tressler W. Callihan, in charge of the 
sales research department of the John 
Hancock Mutual Life at its home office, 
was the next speaker. He gave a splen- 
did talk, emphasizing the importance of 
the work of the life underwriter. 

How life insurance has evolved into 
business insurance to guarantee the con- 
tinuance of an enterprise after the death 
of a stockholder or partner was de 
scribed by N. H. Seefurth, Chicago, 
well known counsellor on business 11 
surance for life underwriters. 

How the wife of an insurance maf 
can aid him in his work, was discussed 
by Mrs. D. H. Ward of Yonkers, %. 
Y., who spoke on “Responsibilities o 
a Wife of a Life Insurance Agent.” | 

“My husband is master of the bust 
ness, I am keeper of the home and 
trainer of the children,” she said, “but 
I like to think of myself as his part 
ner. A wife can be of great help to het 
husband by being truly interested ™ 
his work, : 

Dr. L. G. Sykes, medical director o 
the Connecticut General Life, gave 4 
illustrated lecture on “Selling Is Tel! 
ing.” 

Jack Savlan was chairman of the col 
mittee in charge of arrangements 1% 
the institute while R. H. Coombs and 
O. B. Anderson were members. Lor 
Hood, J. Walker Godwin, Harry Kavel 
and Mel Nyman presided at the meet 
ings. 
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W READY 
The 1928 


nigue Manual- Digest 


Have you ever wanted to know the financial condition of a company? 
The Unique Manual-Digest gives a complete financial statement analyzed 
into 57 items for all legal reserve companies. 
How often do you want the rate of a particular policy? 


The Unique Manual-Digest shows rates of all principal policies at every age, 
and furthermore lists every policy of every company, giving sample rates at 
3 ages for even the most unusual policy forms. 





Do you ever want to know a particular point about a company’s policy? 


The Unique Manual-Digest summarizes the principal features of all com- 
panies’ policies under twenty heads, covering more than 80 points. It is 
the showing of many obscure points that makes the ‘‘Digest’’ so valuable. 


What about the dividends on other policies besides Ordinary Life, 20 
Payment and 20 Year Endowment? 


The Unique Manual-Digest gives you dividends at 5 year ages on all popular 
policy forms, for some companies dividends on as many as 30 policies 
are shown. 

And about net cost illustrations, cost values, dividend schedules, etc? 


The Unique Manual-Digest shows 20 year net costs both on the basis of Ac- 
tual History and Present Scale of Dividends. Net costs are calculated 
both with and without cash values deducted. 


Dividend schedules, net cost totals and averages as well as cash, loan, paid-up 
and extended insurance values at every age on Ordinary and 20 Payment 
policies of the larger companies are shown. 


Can You Afford To Be Without These Facts? 


Order your 1928 Unique Manual-Digest NOW 


USE THIS COUPON 


| 
| THE NATIONAL UNDERWRITER CO. 
| 
| 





420 E. Fourth St., Cincinnati, O. 


Kindly enter order for.................. copies of the 1928 
Unique Manual-Digest at my company club rate. The rate 
per copy will not be more than $4.00 and may be somewhat 
lower, depending on my company’s aggregate purchase. 


only book showing All Companies 
in All Departments of 
Information. 


NAME (print)........ 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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Only 33% Term 


In 1927 Nylic Agents placed over $927,- 
000,000 of New Insurance, distributed by 
policies as follows: 


4g 





Amount 
$791,308,900 
104,881,500 
31,277,600 


$927,468,000 


Whole, and Limited 
Payment, Life 

Endowments 

Term . 


Total 


Number 
255,226 
48,182 
4,907 


308,315 














Term Insurance was only about 314% 
of the Total 


Most underwriters agree that, in general, 
life and endowment policies are best for 
policy-holders. 


Nylic rules and training strengthen Nylic 
Agents for meeting “sales resistance.” 
Consequently they do not use Term In- 
surance as an easy answer to “I can’t af- 
ford it.” 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 

















CONTINENTAL LIFE TO ERECT 20-STORY 


HOME OFFICE BUILDING IN ST. LOUIS 





— 
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Ground has been purchased and plans 
approved for a 20-story modern office 
building for the Continental Life of St. 
Louis, the structure to be 250 feet high 
and cost $1,500,000, located at 3611-17 
Olive street, immediately west of Grand 
boulevard, one of the highest points in 
St. Louis. The building is of the step- 
back type of architecture with a tower 
effect. The outer walls will be of In- 
diana marble. 

As neighbors the new Continental 
skyscraper will have the $6,000,000 Fox 
theater, the University Club, the Mis- 


souri, St. Louis, Grand Central and 
Shubert-Rialto theaters, the Coronado 
and Melbourne hotels, St. Louis Univer- 
sity, the Scottish Rite Cathedral and 
Masonic temple. Grand and Olive, the 
busiest corner in this uptown district, 
which will be overlooked by the new 
Continental skyscraper, is called the 
“42nd and Broadway of St. Louis.” 

The Continental Life expects to be in 
its new home by March 1, 1929, when 
the lease will expire on its present quar- 
ters at Tenth and Olive streets, St. 
Louis. 











DES MOINES COMPANIES’ 
ASSESSMENTS BOOSTED 


Additional assessments on moneys 
and credits totaling $3,594,246, claimed 
to be held by the Bankers Life and the 
Central Life of Iowa have been ordered 
by the Des Moines city council here, 
sitting as a board of review. The board 
also overruled the objections filed by 
the Equitable Life of Iowa to the recent 
increase of $3,080,000 in the assessment 
value of the company’s corporate stock 
and to the assessment of $85,000 made 
on furniture and fixtures. 

Additional assessment on the Bankers 
Life has been ordered on moneys and 
credits totaling $2,473,619, in addition 
to the assessment already levied on tan- 





TAX AMENDMENT HITTING 
INSURERS IS DEFEATED 


—__ 


WASHINGTON, May 23.— Amend- 
ment of the revenue reduction bill so as 
to require insurance companies to in- 
clude in their gross income the income 
from the sale or other disposition 0 
property, sought by Senator Reed of 
Pennsylvania, was rejected by the Senate 
by a vote of 45 to 21. Other amend- 
ments offered by the Senator designed to 
carry out the purpose of his_ initial 
amendment were later rejected without 
record vote. 








gible property. The Central Life assess- 
ment will be boosted $1,120,627. 
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“Glad to See His 


Life Insurance Man!’’ 





“Yes, I called you up, Sellers, because I 
want to talk to you about this Business 
Insurance I’ve been reading about” 


or 


“No, I don’t know what it is, but I know 
it’s just another scheme to sell life in- 
surance” 


Which reception would you prefer? 


If you prefer the first—why not have it 
—you can make your prospects like to 
see you for an investment which runs 
as low as $5.50 a month. 


People when they become life insurance 
conscious, when they recognize the ap- 
plication and value of life insurance 
radically revise their ideas about YOU 
—the seller of the service. AND 


WHEN THAT IDEA IS REVISED 
YOU OBTAIN A CORDIAL RECEP- 
TION—YOUR SERVICE IS UNDER- 
STOOD. 


The big problem is how to create this 








It's Being Done 
very Day 


Here 
is the secret? 


favorable state of mind without run- 
ning into the danger of pestering, 
boring or becoming a nuisance. 


Heretofore no systematic month to 
month—year in and year out plan has 
been available. Just a little less than a 
year ago, however, the problem of how 





PICTURES sell LIFE INSURANCE. 
They sell at a glance —and here is 
the secret of the Estate-O-Graph. The 
Estate-O- Graph utilizes the Rotogra- 
vure process—it is an eight page pic- 
ture magazine on life insurance. Its 
pictures are the best that advertising 
and photographic art can produce. They 
captivate the interest. They drive home 
the story better and more effectively 
than any other known medium. 





The Estate-O-Graph has an entry into 





to call on every prospect 
once a month—give him a 
better conception of what 
life insurance is and the 
diversified uses to which it 
might be put—a proceed- 
ing obviously physically 
impossible—was solved. 


And so successfully has it 
been solved that today the 
Estate-O-Graph is being 
used at the rate of over a 
million and a half copies 
annually. 


aati lee eel eee eee ee 


THE NATIONAL UNDERWRITER, 
1362 Insurance Exchange, Chicago, Illinois. 


I am interested in using pictures as an 


24-page free book about this picture magazine. 
the exclusive franchise in my community. 


a geepege: 


in selling Life Insurance. 
Send me a sample copy of THE ESTATE- é GRAPH and a copy of the 
Also information regarding 





EXCLUSIVE 
FRANCHISES 


Now Being Granted For 
As Low As $5.50 A Month 


You may secure the Exclusive Fran- 
chise for the Estate-O-Graph in your 
Community, providing someone else is 
not already using this great Business 
Builder. The cost of the Exclusive 
Franchise runs as low as $5.50 per 
month—the cost being entirely depend- 


the size of the the 
cost for the Exclusive Franchise. 


The of the peate-@- Gees is 
ridiculously low. Think it! Your 
own house organ with FF your name 
to identify it—printed in rotogravure, 
the most expensive process you could 
use to print your House Organ—the 
exclusive right to its use in your 
community for as low as $5.50 « 
month. The rate depends on the size 
of your Community. 
to obtain your rate today. 
lay—someone may beat you to ic 








everyone of your pros- 
pects’ and clients’ homes 
because it is INTEREST- 
ING, It depends primarily 
upon pictures to get across 
its points. It carries only 
your name—it is yourself 
everywhere—every month. 
And its cost is within the 
means of every life Insur- 
ance man. Use the coupon 
below to obtain 

the complete 
story and 
prices. 








Get this Free Book 








N. U. 5-25 ; 
secure tt. 


We have a 24-page book about the Estate-O-Graph 
which is yours for the asking. 
complete story of the Estate-O- Graph. 
what is does, how to use it and what it costs. In addi- 
tion, valuable direct mail hints and selling suggestions 
are included. The book is free. 


In it you will find the 
What it is, 


Use the coupon to 
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‘GENERAL 
AGENT 


may have time to find new men and bring 
them into his agency, but he has not the time 
to give these new men their elementary 
training for field work. 


WE TRAIN HIS NEW MEN FOR HIM 


We have a very complete free correspond- 
ence course on “Life Insurance, What It Is. 
and How to Sell It.” 


The first six lessons have to do with the 
structure of life insurance, its mathematical 
and financial make-up. 


The last six lessons have to do with the sell- 
ing of life insurance—prospecting, the pre- 
approach, programming, the approach, the 
interview, sales talk, meeting objections and 
the close. 


Assistance of this character given a general 
agent by his Company direct is very funda- 


mental in determining his success. This as- 
sistance and more too is given by 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


General agency territory open in Michigan, Indiana, Illinois, 
Pennsylvania, New Jersey, Virginia, and West Virginia. 

















PENNSYLVANIA ALL SET 
FOR INSURANCE DAYS 





PREPARE EXCELLENT PROGRAM 








Number of Prominent. Officials to 
Speak to 500 Men Expected 
to Attend 
PHILADELPHIA, May 23.—The 


Pennsylvania Insurance Days of the 
state insurance federation will be held 
next week on Monday and Tuesday at 
Newcastle, Pa. At the office of the 
federation here, a trifle more than 250 
reservations have already been made. 
Many more have written direct to 
Newcastle. From all indications, at 
least 500 insurance men from all over 
the state should be in attendance. In- 
terest in Philadelphia is very strong and 
some 150 to 200 will journey to New- 
castle. 
The completed program follows: 


Monday Morning Session 


Welcome to Newcastle by James K. 
Love, Newcastle, 

Report of William S. Diggs, president 
of the federation. 

“The Place of Insurance in Future 
Prosperity,” by T. Alfred Fleming of the 
National Board. 

“57 Varieties of Insurance and How to 
Develop Them Properly,” by John S. 
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Turn, vice-president and manager New 

York office of the Aetna Life. 
“Pennsylvania 1928 Save-a-Life Cam- 

paign,” by John J. Hall of Philadelphia. 


Afternoon Session 


“This Thing That We Call Underwrit- 
ing,” Hugh D. Hart, vice-president Penn 
Mutual Life. 

Program by the Smoke and Cinder 
Club of Pittsburgh, F. W. Sippell of 
Pittsburgh acting as chairman, with gen- 
eral discussion following each subject: 

“Insurance in Business,” Laurence E. 
Falls, vice-president American of N. J. 

“Side Lines,” S. F. Law, assistant sec- 
retary, Springfield Fire & Marine. 

“Vanishing Fortunes,” Phoenix Mutual 
Life film. 

Monday evening: Annual reception 
and ball with the past presidents as 
guests of honor and leading the grand 
march with their wives. 


Tuesday 


Dutch Breakfast with William 5S. 
Diggs as chairman and Charles H. Graff, 
first deputy insurance commissioner, as 
guest of honor discussing problems sub- 
mitted to him by delegates. 


Morning Session 


“Aviation and Insurance,” Col. Harry 
Cc. Fry, Jr., of Logue Bros. & Co., Pitts- 
burgh. 

“Insurance Legislation—Past, Present 
and Future,” Senator George T. Wein- 
gartner of Newcastle. 

Open Forum—Presentation of topics of 
interest to the convention. 

“Putting Insurance on Main Street,” 
Henry Swift Ives, vice-president of the 
Casualty Information Clearing House, 
Chicago. 

. Afternoon Session 


Round Table Conferences: 

Life — Under auspices Newcastle 
branch of Pittsburgh Life Underwriters’ 
Association, with H. T. Burnett of Re- 
liance Life as chairman, 

“Deliveries and Increases,” M. B. Co- 
of Edward A. Woods agency of 
Pittsburgh; Insurance Trust, Gwilym A. 
Price, Peoples’ Savings and Trust Co., 
Pittsburgh. 

Health and Accident (industrial)—Un- 
der auspices of the Health and Accident 
Alliance of Philadelphia, with George H. 


Salter, president Progressive Life, 
Health & Accident, as chairman. “Phy- 
sician and the Patient,” Industrial Life, 


“Care in Underwrit- 
ing,” George H. Salter. “Helpful Sug- 
gestions in Claim Adjusting,” Albert 
Ries, secretary Philadelphia Mutual Aid. 

Health and Accident (commercial)— 
Lon C. Jeffrey, president Lon C. Jeffrey 
Co. of Pitsburgh, as chairman. “The 
Underwriting of Accident & Health In- 
surance,” Lon C. Jeffrey. “Business 
Building and Selling Methods,” James L. 


Health & Accident. 





PROBLEMS OF YOUNGER 
COMPANIES CONSIDERED 







































SPRING CONFERENCE IS HELp 





Western Session of Life Insuranc 
Sales Research Draws Execu- 
tives to Kansas City 





KANSAS CITY, May 24.—The prob. 
lems of the younger life insurance com. 
panies in relation to an agency develop. 
ment program were outstanding topics 
of consideration at the first day’s ses. 
sion of the western spring conference 
of the Life Insurance Sales Research 
Bureau held in this city May 21-23, 
John Marshall Holcombe, Jr., was in 
charge of the conference, which con- 
prised more than fifty officials of mid. 
dle western and southern life insurance 
companies. 

James A. Fulton, vice-president of 
the Home Life of New York and chair. 
man of the executive committee of the 
bureau, presided. 

The work of the agency department 
from the viewpoint of the president was 
a subject occupying considerable time 
at the first day’s meeting. W. T. Grant 
opened the discussion. Other speakers 
were J. J. Shambaugh, president of the 
Des Moines Life & Annuity, and T. C 
Denny, president of the Central of Des 
Moines. 

The organization of an agency de- 
partment was the subject introduced by 
J. J. Harrison, vice-president and gen- 
eral manager of the Home Life of Lit- 
tle Rock. Others who took part in this 
discussion were W. E. Talbott, agency 
manager of the Southland Life; Carl 
B. Newlon, secretary of the Midwest 
Life, and F. M. Feffer, vice-president of 
the Abraham Lincoln Life. 








cellable Insurance,” Walter M. Ivey, 


Pittsburgh. 
Mutual Fire Group 

In addition there will be a mutual fire 
insurance group, with Carl Van de 
Voort of Pittsburgh presiding, and aé- 
dress by Wilmer Crow, president of the 
Pennsylvania State Association of Mu- 
tual Fire Insurance Companies, and 3 
fraternal group under the auspices o 
the Pennsylvania Fraternal Congress 
with S. H. Hadley, supreme president of 
the Protected Home Circle, presiding. 
The banquet will be held Tuesday 
night. Thomas W. Dickey of Newcastle 
will be the toastmaster and Capt. Irving 
O’Hay the speaker. 


Bankers National “Honor Drive” 


President Richard H. Lee and Exect- 
tive Vice-President Ralph R. Louns 
bury of the Bankers National Life have 
been visiting the Chicago division office 
William McCallum, manager of the 
Chicago division, which comprises Wis 
consin, Illinois, Ohio, Kentucky, It 
diana, and Michigan, prepared for his 
chiefs an honor drive, which started 
May 15, to run until May 28. 

The Chicago division has already 
opened offices in Gary, Ind., East St 
Louis, Terre Haute, Ind., Indianapolis 
and Louisville and ambitious plans att 
under way to open many other offices 
shortly. It is expected that by the ter 
mination of the honor drive on May * 
the Chicago office will have writtet 
$1,000.000 of new business for the tw? 
weeks’ period. 


New York Life St. Louis Meeting 


Griffin M. Lovelace, third vice-pres™ 
dent of the New York Life in charge 
of education, addressed the spring meet 
ing of the southwestern department # 
St. Louis. L. Seton Lindsay, secon 
vice-president, and Eugene Andrews 
agents’ counselor from Chicago, als 
spoke. Dick Oliver of St. Louis, inspec 
tor of agencies for the southwestern dt 









Rainey, Missouri State Life. “Non-Can- 


partment, was in charge of the meetins 
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| | PROSPECT CLASSIFICATION URGED 





AND LIFE VALUE IDEA CRITICIZED 
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OME interesting and important 
S points on business insurance were 

made by Nathaniel Henry Seefurth 
of Chicago, speaking before the fourth 
annual life insurance sales institute of 
the Minneapolis Association of Life 
underwriters. Mr. Seefurth said that 
one of the most important things is to 
make a proper classification of pros- 
pects. Very few life insurance men do 
this. They are apt to become one sided 
and settle down to one type of presenta- 
tion which appeals only to one type of 
prospects. This is the reason that they 
so often go into slumps and are unable 
to find anyone to whom they can talk 
life insurance. This difficulty can be 
overcome by classification. All possible 
prospects should be classified. For in- 
stance, one group would be men on 
salary, another, stockholders in closed 
corporations, another, members of a 
partnership, another, men who already 
have big estates and may be classed as 
security owners. Then the agent should 
make it a point to prepare a presenta- 
tion for each of these classes. For the 
salaried man, he can talk risk-proof 
estates; to the stockholder, the stock 
purchase idea. Such a man already has 
an estate, but it is a frozen estate. To 





the partner he can talk about a partner- 
ship dissolution agreement. 

Mr. Seefurth said that most of the 
business insurance which has been writ- 
ten up to date was written on the life 
value idea, with insurance payable to 
the corporation. He said that this idea 
of replacing to the corporation the 
value of an important man had some 
good points, but that for partnerships 
and closed corporations it is the wrong 
way to go about it, and neglected to 
take care of a very important party— 
the wife and family of the insured. 

“Why,” he asked, “should you prefer 
the survivors to the widow and children 
of the deceased? If the money is pay- 
able to the corporation, the widow can’t 
get it out. She must depend upon her 
dividends. 

“You can go to such cases and open 
up with a liquidation idea. Have them 
place the stock with a trustee and take 
life insurance. You are perpetuating 
your business and protecting your fam- 
ily. I say the idea of business life in- 
surance is to get the interests of the 
deceased out of the frozen estate in 
which it exists if it is part of the busi- 
ness. Stock in a closed corporation is 
no investment for the funds of widows 
and children.” 








HOME OFFICE STATE AIDS 
IN “MANLY MONTH” DRIVE 


A very substantial contribution to the 
honor production in Manly Month of 
the Indianapolis Life is turned in year 
by year by members of the home office 
staff—the young men and women in the 
various departments—and this year is 
no exception, as May again is designated 
“Manly Month” in honor of President 
Frank P. Manly of the company, whose 
birthday is May 28. At a noon luncheon 
party Monday on the lawn of the home 
office. W. Irving Palmer, master of 
ceremonies, announced that the first 
three weeks’ production totalled $2,172,- 
000 against a quota for the period of 
$1,950,000. All workers feel confident 
that the $3,500,000 quota for the month 
will be easily reached. The annual home 
office party will be held as usual next 
Monday at Mr. Manly’s new country 
home northeast of Indianapolis on his 
birthday. 


A. A. McFall’s Change 


The National Reserve Life of To- 
peka has announced the appointment of 
A. A. McFall of Kansas City, Mo., as 
assistant to the president of the com- 
pany. He will have charge of special 
insurance features of the company. Mr. 


McFall goes to Topeka from the Sen- | 


tinel Life of Kansas City. He studied 
life insurance at Carnegie Tech and has 
also taken the home office insurance 
selling courses of the Metropolitan Life. 
He has been an active agent for seven 
years and has had much special train- 
ing in group and other special features. 
One of his major projects was the work 
with a group of agents in the handling 
of the group insurance contract with 
the Southern Pacific Railroad. 


Hartford Officials Injured 


Stillman F. Westbrook, vice-president 
of the Aetna Life, and Howard Good- 
win, assistant secretary of the Phoenix 
Mutual Life, are both at St. Luke’s hos- 
Pital in Pittsfield, Mass., following an 
automobile crash on May 20 when they 
were thrown out of their car in a col- 
lision due to reckless driving on the 
part of a New York City driver, who 
is being held under such charge and also 
for having intoxicating liquor in the 
car. Neither of these officials is 
fatally injured, but both suffered frac- 
tured ribs and many bruises. 





FRATERNAL MONITOR HAS 
VALUABLE PUBLICATIONS 


Complete and detailed information on 
fraternal societies, life insurance com- 
panies and life associations appear in the 
1928 editions of the Consolidated Chart 
of Insurance Organizations and Statis- 
tics Fraternal Societies, which have 
come from the press of the “Fraternal! 
Monitor,” Rochester, N. Y. These pub- 
lications have been compiled by Arthur 
S. Hamilton, secretary of the “Fra- 
ternal Monitor.” They present a com- 
plete review of life insurance operations 
for the year 1927 

What Publications Show 


The Consolidated Chart combines the 
reports of 384 fraternal societies, life in- 
surance companies and life associations. 
It gives practically the complete report 
for these organizations to the insurance 
departments, together with the rates for 
insurance of the first two systems and 
the gain and loss exhibits of 182 life in- 
surance companies. 

Statistics Fraternal Societies is a vol- 
ume of 240 pages giving detailed infor- 
mation relative to practically every fra- 
ternal society of the United States and 
Canada. The membership and lodges 
in good standing, officers, plans, rates, 
average age, mortality, losses paid, in- 
crease or decrease in membership dur- 
ing 1927, amount collected, assets, lia- 
bilities, members and insurance written, 
benefits paid since organization and 
many other items of pertinent informa- 
tion appear in the 1928 edition. 


Buys Huge Annuity 


Edmond A. Hughes, of Bismarck, 
prominent in North Dakota public utili- 
ties, has established what is termed a 
record in life insurance circles by the 
purchase of a life annuity valued at 
$1,550,000, from the Sun Life of Canada. 

In addition to the individual policy 
taken out by Mr. Hughes, four of his 
associates in business took out policies 
totaling $1,570,000, or a group total of 
$3,120,000. The policies were also taken 
out with the Sun Life. 


Joins Bankers Reserve 


Morris G. Fuller, for a number of 
years with the American Central Life 
and more recentlv director of agencies 
of the Northern States Life, has joined 
the agency staff of the Bankers Reserve 
Life and will make his home in Omaha. 
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An extract — 


“This Company [Northwestern National Life, 
Minneapolis} is jointly controlled by its policy- 
holders and shareholders. The directorate is com- 
posed of prominent business men of the Northwest, 
leaders in the financial, commercial, and industrial 
world, who actively direct the affairs of the Com- 
pany through an executive committee composed of 
six of its members. ...It has had a very rapid, yet 
conservative growth. Its surplus is ample. The 
expense of management and the cost of new busi- 
ness is low. The mortality rate is very favorable. 
Its investments are diversified and yield a very good 
ims are promptly, paid. Net 



































‘excellent.’ 
“Dividends on the s 















‘k are limited to the interest 
é profits derived from non- 
No surplus derived from 
participating business paid to shareholders. . . -These 
provisions are all praiseworthy and very fair.” 
— Best's Life Insurance Reports, New York, 1928. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. pacsiocwr 


STRONG~- Minneapolis Minn. ~ LIBERAL 


































The Company combining with all the advan- 
tages of mutuality, the benefits of a 
substantial capital. 














% Highest rating awarded. 
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WOMEN HAVE ATTAINED 
INSURANCE IMPORTANCE 


AS SELLERS AND AS BUYERS 
President W. A. Law of Penn Mutual 
Life Contrasts Today with 
Twenty Years Ago 





President William’ A. Law of the 
Penn Mutual Life points out the con- 
trast between the absence of women 
from all life insurance activities 20 years 
ago and their presence today. “Twenty 
years ago,” Mr. Law says in part, “few 
home offices of life insurance companies 
had a woman clerk. Even the stenog- 
raphers were young men. Life insur- 
ance, like nearly all other business, was 
a man’s affair. There were no women 
agents. At agency meetings and life 
underwriters’ conferences only men at- 
tended. 

“All of this has changed. Practically 
every home office has a heavy propor- 
tion of women employes. In doing cer- 
tain kinds of work they are more adept, 
more patient than men. The male 
stenographer, except as a secretary to 
some official, has practically vanished, 
girls having taken their places. And in 
every department women work side by 
side with the men. 


Women Agents Increasing 


“Among the agency forces of nearly 
all the companies are many women, and 
the number increases every year. I be- 
lieve they will keep on _ increasing. 
Women agents work among men exclu- 
sively, or among women exclusivel,y, or 
else among both men and women. 
Many women agents specialize in plac- 
ing lif einsurance with women only, and 
it is generally acknowledged that 
women are better salesmen of life in- 
surance to women than men are. They 

(CONTINUED ON PAGE 30) 








AS SEEN FROM NEW YORK 





HAVE STRONG PROGRAM 


New York City will be well repre- 
sented at today’s (Friday) upstate sales 
congress, being staged by the New 
York State Association of Life Under- 
writers at Schenectady, N. Y. It is an 
all-day session at the Van Curler Hotel 
and a galaxy of star speakers has been 
arranged, drawing heavily upon New 
York City. The three New York Uni- 
versity leaders will be there—Vincent 

. Coffin, now with the Penn Mutual 
home office; Ralph G. Engelsman, New 
York general agent for the Penn Mu- 
tual, and Leon Gilbert Simon of the 
Equitable Life of New York; also Wil- 
lis J. Blackwell, star producer for the 
Penn Mutual in New York, whose talk 
before the New York City sales con- 
gress made such a hit, will be on the 
program. Trust company problems will 
be discussed by Leroy A. Mershon, 
vice-president of the U. S. Mortgage 
& Trust Company of New York. The 
other speaker is James A. Griffin, su- 
perintendent of agencies for the Phoenix 
Mutual. Julian S. Myrick, New York 
general agent for the Mutual Life of 
New York and president of the National 
Association of Life Underwriters, will 
preside as president, also being the 
head of the state association. 

a 
“OSCAWANNA” 


Agents in the John C. McNamara 
office of the Guardian Life in New' York 
are pointing their efforts towards a 
double goal this month, having in mind 
“Oscawanna,” which is all-significant to 
them, and also the company’s agency 
convention which is to be held at 
Montreal this year. The more imme- 
diate activity, however, is the first 
named and this is an annual event to 
which the men of Mr. McNamara’s of- 


By C. C, NASH, JR 3 





! fice look forward eagerly each year. It 
is a by-word in that office and is now 
not far distant. “Oscawanna” refers 
to the annual week-end jaunt which 
the members of this agency take each 
year to Camp Ruddy on Lake Osca- 
wanna, in the mountains of Westches- 
ter, back of Peekskill, N. Y. It will be 
June 26-27 this year. And on these two 
days business will be forgotten. On 
this week-end, the McNamara men de- 
vote themselves to the enjoyment of 
life in the open and anyone who men- 
tions or thinks of business then is sub- 
ject to heavy judgment. “Talking shop” 
is prohibited. Though it is the one 
time in the year when these agents take 
such a Roman holiday, it is not to be 
doubted that many a prospect who has 
not yet fallen would relish the sight of 
this camp full of successful and aggres- 
sive agents for once silent on this sub- 
ject. 


* * * 
AN EXECUTIVE SECRETARY 


Fred McKenzie, executive secretary 
of the New York Association of Life 
Underwriters, not finding enough com- 
petition in his ordinary routine of duties, 
has again become active in competing 
with himself. Which is to say that he 
is secretary of two local associations in 
New York now, the general associa- 
tion, which has a membership of some 
2,300, and the association made up of 
graduates of the New York University 
life insurance course. This latter as- 
sociation was started some time ago, 
but has been dormant for some months. 
It is now being revived and with Mr. 
McKenzie as secretary, it should be 
quickly resuscitated. His association 
ability was clearly demonstrated a few 





weeks ago, when he directed a mem- 
(CONTINUED ON PAGE 32) 


FAIL TO AGREE ON 
CHANGING SECTION 97 


ALL-DAY SESSION IS HELD 





Meeting in Superintendent Beha’s Office 
Results Only in Calling of 
June Conference 





NEW YORK, May 24.—After an all- 
day session Wednesday in the New 
York office of Superintendent Beha the 
two committees of actuaries and agents 
considering the proposed changes in 
Section 97 of the New York life insur- 
ance laws adjourned without having 
reached a definite conclusion and will 
meet again next month, at a date to be 
agreed on next month. 

The agents, who oppose the proposed 
changes, and actuaries, who were the 
authors of the proposed draft, drawn up 
at the request of Mr. Beha, spent the 
entire day discussing the matter from 
both sides, but no common ground could 
be found upon which they could voice 
united approval. 


Beha, Hipp Preside 


Superintendent Beha and Grady Hipp, 
actuary for the New York insurance de- 
partment, presided at the informal hear- 
ing and the full delegation of agents 
and actuaries was present, the former 
headed by Julian S. Myrick, president 
of the National Association of Life 
Underwriters and the New York state 
association, and the latter by M. Albert 
Linton, vice-president of the Provident 
Mutual Life and chairman of the special 
committee of actuaries which drew up 
the proposed measure under considera- 
tion. 


Brooklyn National Reelects 
At the annual meeting of the directors 





last week, the officers of the Brooklyn 
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To describe Palm Beach as a jewel is 
not unfitting. It is indeed the gem of the 
Americas and the winter capital of the 
world’s beauty-seekers. 

Under its warm, perpetual-June sun- 
shine, amid its exotic — plants, “‘neath 
its stately palms, in its fragrant, shady by- 
paths, beside its limitless expanse of change- 
able blue water that is the Atlantic Ocean, 
one feels the stimulating effect of health- 
giving fresh air, sea breeze, and the wistful 
beauty of Palm Beach—which returns to 
one again and again in the years to come 
—the lasti impression of this Emerald 
Island’s magic spell 


Will you ake of this beauty with 
other successful Pan-Americans in Janu- 
ary, 1929? 





Palm Beach Convention Rules 


The Convention Club Year began October 
1, 1927, and will end September 30, 1928. 
New business received in the Home Office 
during that period and paid for not later 
than November 30, 1928, will make you a 
member of our Convention Club, provided 
the total amount of New Paid-for Insur- 
ance exclusive of Term Insurance amounts 
to not less than $3500 in Life and Accident 
and Health premiums. Double qualification 
permitting you to bring a mem your 
immediate family will require $5000 in new 
premiums under the conditions outlined 
above. 





Mr. Hyatt at Knoxville 


It is with pleasure that we announce the 
appointment of Mr. James E. Hyatt, Gen- 


CRAWFORD H. ELLIS, President 
E. G. SIMMONS, Vice President and General Manager 
May, 1928 
eral Agent for the East Tennessee territory 
a eae in with headquarters at Knoxville. 


Mr. Hyatt has been engaged in the Life 
Insurance business in Knoxville for the past 
four or five years and has built up a large 
circle of friends and acquaintances. r. 
Hyatt takes an active part in civic affairs. 
With such a background and his native 
ability, his future success with the Pan- 
American is assured. 





Mr. Corey Visits 
Tennessee Agencies 


On his recent trip in Tennessee, Mr. C. 
D. Corey, Vice President and Superinten- 
dent of Agents, visited Messrs. Harris and 
Bradley of Chattanooga and held an agency 
meeting at which the following were pres- 
ent: Messrs. J. C. Barnes, J. L. Heaton, 
M. J. Priddy, Paul Hunter, C. V. Swear- 
ingen, E. A. Gibson, C. W. Bradley and R. 
S. Harris. Mr. Corey reports that they had 
a delightful meeting and that he left them 
all very much enthused. 


Mr. Corey also visited the Berryhill 
Agency in Jackson, Tennessee, where he had 
the pleasure of meeting a number of Mr. 
Berryhill’s new agents and renewed his ac- 
quaintance with the charming Mrs. Carroll, 
wl the agency during the month of 

arch, 


Mr. J. G. 
Memphis branch joined Mr. Corey in Jack- 
son and accompanied him to Nashville. Mr. 
Richardson is very enthusiastic about the 
future of the Memphis branch which is mak- 
ing 5) id progress under his fine man- 
agement. 


Richardson, Manager of the 


PAN-AMERICAN LIFE REVIEW 








Mr. Bynum Tries New 

Circularizing Plan 

Mr. E. B. Bynum of Dallas has inaugur- 
ated a new plan of circularizing prospects. 
He has followed the main idea of the Sales 
Planning Department, but instead of offering 
a billfold, he is giving a pencil which writes 
in three different colors. By simply push- 
ing a tiny button on the pencil, the leads 
change—red, blue or black, as you please. 
This is a novel idea and we are sure it will 
attract considerable attention. 


Mr. Bynum assures us however that he 
does not intend to have this plan supplant 
the billfold idea of securing prospects, as 
all his agents are subscribers to the Sales 
Planning Department and find the plan very 
effective. In many instances men already 
have billfolds of various kinds and this new 
— is simply to supplement the billfold 
P 





The Sales Planning Department an- 
nounces that for the time being at least the 
cost of billfold circularizing will continue at 
the reduced price of $2.00 for 25 names, 
$3.75 for 50 names and $7.50 for 100 names. 
Won't you justify the continuance of this 
low cost. by taking advantage of the Sales 
P Department’s service? 

If by any chance you are not fully 
familiar with just how the Sales Planning 
Department functions, drop Mr. Ted M. 
Simmons a line and he will tell you all 
about it. Otherwise, sit down today and 
make up a list of 50 or 100 names and send 
them in. You'll be surprised at the results. 





We often wonder if the man who says he 
will think it over really thinks. 





President’s Month Prizes 


May 31st will mark the end of Presi- 

dent’s Month Contest and the outcome is 
awaited with eager anticipation. 
_ The Leader in the entire field organiza- 
tion will be presented with the Crawford H. 
Ellis Loving Cup. This cup is sterling 
silver, gold-lined, stands seventeen inches 
high and has Mr. Ellis’ photograph etched 
on one side. 

The Leader in each Class will be pre- 
sented with a very beautiful 19-jewel, 14- 


THIS IS A MINIATURE COPY OF OUR MONTHLY BULLETIN. IF YOU WANT TO RECEIVE THE REGULAR PAN-AMERICAN RE- 
VIEW, DROP US A LINE AND WE WILL PUT YOU ON OUR MAILING LIST. 


karat white 


old Colonial Waltham watch 
—a watch of such a character that it will be 
truly appreciated by its owner. 

The second Leader in each Class will be 
presented with a handsome hammered silver 
thermos set suitable for an office or the 
home. 

Each representative who pays for $125 or 
over in premiums will be presented with a 
handsome pigskin wallet with his name em- 
bossed thereon. Only one prize will be 
given a winner in any Class. 





New Phase of Insurance 


A recent issue of the New York Times 
prints the following article: 

Students Take Out Whippi 

Cardiff, Wales (A. P.) 


“Insurance any” which o 
tary balm to pupils who get whipped. 

For a few pennies premium any student 
can get the company to insure him against 
getting a ae and in case he gets called 
up for corpor punishment he can go 
straight from the principal’s office to the 
headquarters of the insurance company and 
collect “‘benefit payment.” 

The benefits also extend to accidents on 
the sports field. The scheme has proved a 
success so far and the students have eagerly 
“queued up” to turn over their pennies and 
become “policy holders.” 


Insurance. 
tudents in the 





Pan-American Service 

pescatenst Comme 

Sales Plannin: epartment 

Unexcelled Life Policies 

Child’s Educational Endowment 
» Combination Life, Accident and Health 

olicy 

Substandard Insurance for Under-average 
Lives 

Group Insurance 

All forms of Accident and Health Insur- 
ance 





We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 


E. G. SIMMONS 
Vice President and General Manager 
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National Life were reelected as follows: 
President, William R. Bayes; first vice- 
president, Arthur S. Somers; second 
vice-president, Meier Steinbrink; treas- 
urer, Frederick W. Rowe; secretary, 
Hunter L. Delatour, assistant secretary, 
Ben S. Graham. At the meeting the 
report of the development of the past 
year under the direction of Frederick 
W. Ladue, superintendent of agencies, 
showed business doubled. In the first 
four and a half months of this year the 
company has paid for $4,600,000, com- 
pared with $2,500,000 in the same period 
of last year. Insurance in force May 15 
was $9,150,000. 


Prudential Athletes to Visit 


Members and guests of the Prudential 
Athletic Association will make an inter- 
national excursion June 8-10, a large 
party going to Canada and return. The 
party will be several hundred strong 
and one of the largest parties ever to 
make such a trip. It will leave New 
York June 8 and, arriving in Montreal 
the following day, spend two days there. 
A fleet of buses will be especially en- 
gaged to carry the party about the city 
while there. 


O’Connell Named Associate 


Dr. William O’Connell of Brooklyn 
has been elected associate medical di- 
rector of the Brooklyn National Life, 
to succeed Dr. Louis, Schaefer, who died 
recently. Dr. O’Connell, who will assist 
Medical Director Frank D. Jennings, 
was formerly an examiner for the John 
Hancock Mutual Life. He is also on the 
staff of the St. Catherine’s Hospital in 
Brooklyn. 


Reorganization Plans Made 


Reorganization plans for the New 
York University Alumni Association 
were worked out at a meeting held on 
Wednesday. Charles Gilman of Boston 
was the main speaker, the president, 
Horace H. Wilson, assistant manager 
of the Equitable Life of New York, pre- 
siding. It was arranged to hold a series 
of monthly meetings this fall, to be the 
equivalent of a post-graduate course in 
business life insurance. 


Curry Is Recuperating 


D. B. Curry, vice-president and 
agency director of the Victory National 
Life, has been ill for about three weeks 
and now is in Miami, Fla., to recuperate. 


Open A. & H. Department 


Stebbins, Leterman & Gates, New 
York insurance brokers who do a life 
business of over $15,000,000 annually, 
have opened an accident and health de- 
partment, placing it under the manage- 
ment of Raymond B. Smith, formerly 
assistant to the vice-president of the 
Independence Indemnity and prior to 
that associated with the Travelers, both 
as underwriter and adjuster. 


Committee Chairmen Appointed 


Committee chairmen as follows have 
been announced for the Washington, 
D. C., conference of the Insurance Ad- 
vertising Conference, which will be held 
Oct. 1-3 in the Hotel Washington, 
Washington, D. C.: Program, George E. 
Crosby; “On to Washington,” John Hall 
Woods; entertainment, Louis F. Paret; 
trophies, Leon A. Soper; public rela- 
tions, W. W. Darrow; special exhibits, 
R. C. Dreher; casualty group, R. W. 
Smiley; fire group, Warren W. Ellis; 
life group, Joseph P. Licklider. 


London Life Men Visitors 


J. H. Castle Graham, director of field 
Service for the London Life of London, 
Ont., and G. Fay Davies, agents’ in- 
Structor for the same company, were in 
Indianapolis last week for the purpose 
of studying methods of dealing with the 
Problems of the field man. Mr. Graham 
was formerly general secretary of the 

ife Underwriters Association of Can- 
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_— 
JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Ilinois Life is The Dean of the Illinois Legal Reserve Companies 
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TWO GREAT 
OPPORTUNITIES 


‘ 





Manager for 
Chicago Wanted 


An aggressive, intelligent leader of men 
is wanted for the position of Chicago 
Manager by an established mutual Life 
Insurance Company, having over $100,- 
000,000 in force. 


This is an excellent opportunity for an 
ambitious capable man to build up a 
most satisfactory agency. 


In your application give age, concrete 
details of your experience and present 
connection. 


Address in confidence: F-12, care The 
National Underwriter. 





Manager for 
Cincinnati Wanted 


Another attractive proposition is open 
to the man who is capable of assuming 
the managership of this established mu- 
tual life Insurance Company for Cin- 
cinnati. Every aid possible for the 
Home Office to give will be rendered 
this manager. 


In your application give age, complete 
details of your experience and present 
connection. 


Address in confidence: F-13, care The 
National Underwriter. 





























GENERAL AGENT TELLS 
NEEDS OF SUPERVISION 


(CONTINUED FROM PAGE 6) 


in his work, thus keeping him from 
going stale on the job, as well as ac- 
tually helping him out of difficult situa- 
tions. 

“General supervisory duties of the 
type which affect the agency force as a 
whole rather than individuals may be 
performed through the aid of such plans 
as the agency meeting, sales contests, 
and agency publications. 


Assistance Often 
Individual Problem 


_“Frequently, however, the matter of 
giving an agent encouragement and help 
is exclusively an individual problem. 
An agent may strike a run of hard luck 
and feel like giving up. Such an agent 
must not only be taken in hand and 
provided with new incentives, but it is 
often desirable to go out and close some 
business with the man to restore his 
confidence. 

“Sometimes a manager takes the atti- 
tude that he is always ready to help 
any agent who needs help, but if the 
agent doesn’t come and ask for help, 
the manager feels that he can’t know 
of the need and therefore is not re- 
sponsible. But it is part of the man- 
ager’s duty to know when an agent 
needs help and what help he needs, and 
only by an effective program of super- 
vision can the manager fulfill this obli- 
gation. With the proper program of 
supervision the manager etsablishes a 
sufficiently close contact with each 
agent to get accurate knowledge of just 
how the agent is progressing. An agent 
may be badly in need of help and not 
know what is wrong. He cannot be 
expected to diagnose his own case. But 
the manager not only can know when 
curative action must be taken if the 
agent is to be saved to the life under- 
writing profession, but he must know 
whether the agent comes to him or not. 

“The experienced man can be relied 
upon usually to ask for help when he 
needs it, but even experienced agents 
are entitled to a certain amount of un- 
solicited individual attention. 


Unit Manager 
Plan Recommended 


“All of the foregoing is based upon 
the assumption that no general agent, 
manager or supervisor will attempt to 
handle personally more than 10 to 15 
whole time men. Ten is much prefer- 
able. In an agency of 30 men, it is 
highly desirable that there be at least 
two unit managers or supervisors in 
addition to the general agent. As the 
number of agents increases so much, the 
supervisors increase. In suburban terri- 
tory or handling part time agents, the 
supervisor can handle a larger number 
of men. The supervisor is held respon- 
sible for the production of his unit and 
therefore must have the fullest latitude 
in making his own decisions in building 
and handling his group. In a large 
agency, the chief responsibility of the 
general agent or manager, seems to me 
to be the close supervision of his super- 
visors. In addition, he usually has a 
small unassigned group of personal pro- 
ducers immediately under his own 
supervision. 


Two Supervisory 
Methods in Vogue 


“In general there are two methods of 
performing supervisory duties. For con- 
venience these may be termed: Direct 
supervision: indirect. Direct supervis- 
ion means oversight and guidance of 
the agent while actually engaged in his 
work of selling. This is, of course, the 
type of supervision that applies in prac- 
tically all other lines of work, where the 
supervisor daily observes directly just 
how the inexperienced worker is han- 
dling his work. In salesmanship this 
means that the supervisor must accom- 
pany the new man while the latter 
makes his interviews. No form of 
supervision can take the place of such 
direct oversight and guidance. It is 





here that errors and weaknesses may 
be immediately detected so that they 
may later be brought to the attention of 
the agent and corrected. But, unfor- 
tunately, in many cases limitations of 
time do not permit the sales supervisor 
to give to each salesman as much direct 
supervision in the field as is necessary 
to insure the salesman’s success. Con- 
sequently, it is usually necessary to re- 
sort to indirect methods. The salesman 
must be required to report what he has 
been doing, either orally or in writing. 
Devices which have been used as work 
cards or prospect cards which are gone 
over carefully by the supervisor so that 
he can give helpful suggestions to the 
agent. In place of the work cards, 
written reports may be used. These are 
especially helpful in country territory 
where there is little opportunity to 
check up the agent’s work from prospect 
cards. Also, as an agent becomes estab- 
lished in his work and the necessity for 
the supervision of his work cards de- 
crease, the written report comes more 
and more to be the only means by 
which the Supervisor can check his 
work. ne 

“Another phase of indirect supervision 
is even more important: Contact. Con- 
tact with agents. This is equally as 
true of the general agent as of the 
supervisors. In the last analysis super- 
vision is—contact. Our men must feel 
we have a sincere interest in their wel- 
fare and progress. We must know the 
intimate details of their hopes, ambi- 
tions and their personal affairs. Other- 
wise we cannot evidence that sympa- 
thetic understanding which is so im- 
portant.” 


Victory Life Convention Scheduled 


The Victory Life of Chicago will hold 
its annual agency meeting at the home 
office in Chicago Aug. 8-11. Approxi- 
mately 75 men will attend. The home 
office convention will be the wind-up of 
a drive to be held during June and July 
for new business. The company expects 
to write $2,000,000 of business during 
the next two months. The Victory Life 
is a Negro company writing ordinary 
life insurance exclusively. The company 
has made very fine progress since its 
inception. 


Globe Life Files Appeal Bond 


The Globe Life of Omaha has put up 
a surety bond for $500,000, and will at 
once file its appeal to the Nebraska 
Supreme Court from the district court 
order that it must return to the Wood- 
men of the World the $1,700,000 of 
bonds and cash that the sovereign camp 
authorized its officers to invest in stock 
of the Globe in order to finance and 
establish the latter. The trial court had 
agreed to accept a nominal bond if the 
cash and bonds were returned during 
the pendency of the appeal, but this 
offer was rejected. It is hoped that a 
submission of the case can be secured 
before the adjournment of the supreme 
court for the summer. The Globe also 
rejected the proposal that if it returned 
the bonds and not the money it need 
put up only a $265,000 appeal bond. 


Refuse Part-Time Licenses 


_ According to J. B. Warnicker, travel- 
ing inspector for the Manufacturers 
Life on the Pacific Coast and south- 
western Canada, brokers and all out- 
siders are excluded from British Colum- 
bia. as to their writing of or partici- 
pating in life insurance commissions. 
The law restricts licenses to full-time 
life agents except in towns with a popu- 
lation less than 10,000, where agents are 
granted licenses for part-time life un- 
derwriting in order to allow them an 
opportunity to add to their incomes in 
other ways. A strict vigilance is kept 
over agents in order to see that there 
is no violation of the insurance depart- 
ment’s regulations, with the result that 
the British Columbia public has full 
confidence in its life underwriters. The 
theory of the department is to make 
— that life insurance is held invio- 
ate. 
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QUIZ LIFE COMPANIES 
ON PUBLICITY PROPOSAL 


—_— 


ADVERTISING SURVEY STARTED 





Sales Research Bureau Has Issued 
Questionnaire on National Co- 
operative Campaign 





Through Henry E. Niles, assistant 
manager of the Life Insurance Sales 
Research Bureau, the bureau is making 
a study of the arguments for and against 
a national co-operative advertising cam- 
paign in the interest of life insurance 
companies. Mr. Niles is a member of 
the Insurance Advertising Conference. 
The bureau has asked the conference to 
ask its members the following questions 
and to have them send replies directly 
to Mr. Niles at 6 Myrtle street, Hart- 
ford. The questions are: 


Questions Asked 


Do you believe that the sale of or- 
dinary life insurance would be promoted 
by a co-operative national advertising 
campaign? 

Would such a campaign be likely to 
secure a better type of agent, either 
directly by attaching better men or in- 
directly by improving the public knowl- 
edge of life insurance and thereby mak- 
ing it essential that an agent be better 
informed? 

Would the campaign be likely to re- 
duce lapses? 


Effect on Unit Costs 


Would it be likely to reduce costs per 
unit of business? 

How does the business of your com- 
pany that is sold by your advertising 
compare in quality to that which is sold 
by your regular agent? 

Since your company began advertis- 
ing has a change been made in the rate 
of commission paid agents so that the 
agents pay part of the cost? 


Visit Pan-American Agencies 


C. D. Corey, vice-president and super- 
intendent of agents, and Ted M. Sim- 
mons, manager of the accident and 
health department of the Pan-Amer- 
ican Life, are visiting the company’s 
agencies in St. Louis, Chicago, Cleve- 
land, Pittsburgh, Indianapolis, Louis- 
ville, Lexington, Chattanooga and Bir- 
mingham. They will hold meetings 
with the agents at the various general 
agences visited and give courses of in- 
struction in salesmanship and life, ac- 
cident and health underwriting. 

















ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








am | 


iy 
e 


‘i ’ nf r 
-- 








Cor. Seventh and Grand Ave., 
Des Moines, iowa 





Royal Union Life Building 


VETERAN AGENT 
CELEBRATES LONG 
COMPANY 
CONNECTION 


For more than a third of a century 
Clarence H. Kellogg of Charles City, 
Iowa, has devoted his entire time to the 
sale of Royal Union policies. 


Mr. Kellogg is still just as enthusiastic 
about his business and the Royal Union 
as he was 34 years ago when he first at- 
tached his signature to a Royal Union 
agency contract. 


We are pleased to pay public tribute to 
the long, honorable and profitable career 
of this loyal salesman. 


Today the Royal Union presents even 
greater opportunities to men of the ster- 
ling type of Clarence Kellogg who are 
looking for permanent and profitable 
agency connections. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 





























The extent to which MODERN LIFE INSURANCE 
SERVICE is finding a place in the life of the 
American people is clearly reflected in the 
Guardian’s striking record of progress in [i 
recent years. 





An interesting and comprehensive survey of The Guardian’s 
rowth during the current decade is shown graphically in the 
ompany’s Sixty-eighth Annual Statement. 

the Home Office, a copy will gladly be forwarded to you. 


THE GUARDIAN LIFE INSURANCE COMPANY of AMERICA 
50 UNION SQUARE “The Company that Guards and Serves’’> NEW YORK CITY _| 


Upon request to 
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Delay in State Reports 


THE announcement that the Wiscon- 
sin insurance department has established 
a new record in getting out its pub- 
lished annual reports in book form, 
comes as welcome news to the insur- 
The annual reports give 
the state insurance statistics, financial 
statements of companies and _ tabular 
matter of various kinds regarding each 
company. As a general rule, these re- 
ports in many states are delayed until 
the matter is so old that insurance men 
are no longer interested in it. For in- 
stance, the Illinois department has not 
yet issued its report on the 1926 opera- 
tions of some classes of companies. 
This state of affairs is not to be charged 
to the state insurance department, but 
is due to the indifference of the state 


ance people. 


printer in a number of the states. 

Insurance department reports, if they 
are to be worth while, should be issued 
by the middle of the year. The mere 
printing of reports after the material 
becomes moss-covered is a sheer waste 
of money. Commissioner M. A. Freepy 
of Wisconsin speeded up the machinery 
in his state, resulting in the first reports 
being completed on May 3. The best 
previous record in the past was Oct. 25. 
It would be well for insurance commis- 
sioners to bring the matter of the pub- 
lication of their reports before the 
proper authorities in order to get more 
rapid action. They are eagerly sought 
after when the statistics and material 
are fresh and serviceable but not when 
they are stale. 


Educational Urge and Insurance 


More and more agents are beginning 
to realize that one of the big urges of 
life insurance is to provide an educa- 
tional fund for children. Today the edu- 
cated man or woman has a much better 
chance in the world than ever. Life 
insurance steps in to enable the head of 
the household to make provision for the 
education of any one whether the former 
lives or not. This fact is brought out 
in the will of the late L. T. Cooper of 
Dayton, O., a®apitalist in that city who 
made a great fortune out of patent med- 
icine. Mr, Cooper in his will had this 
significant statement: 

“I am of the opinion that the next 
generation will witness the greatest de- 
velopment of my age. I desire to insure 
my dear son, Jay Byron Cooper, a com- 


plete and thorough education that he 
may be prepared intellectually to meet 
problems of his time and keep step with 
the march of progress.” 

Then follows a bequest of $125,000 in 
trust to take care of the son until he is 
18 years of age. At that time his higher 
education will start. The will states that 
“T desire to give my son every advan- 
tage for securing complete educational 
training of the best sort in any line for 
which he shall show special aptitude.” 

This shows therefore the thought of 
a man of great wealth as to the neces- 
sity of proper education. Mr. Cooper 
provided the funds for this purpose. 
Life insurance is a safer basis for a 
trust fund of this kind than any other 
method that can be used. 


Importance of the Agents 


THE insuring public does not know the 
officials, members of the board of direc- 
tors or home office personnel of life in- 
surance companies. The men carrying the 
rate book form the point of contact be- 
tween the buyers and the head office. It 
is the agent therefore who in the mind 
of the buyer interprets life insurance. 
The company can be no bigger or better 
than its combined field force. The kind 
of men that are attracted to a company 
depends on the spirit, vision and con- 
science of the head office. The keen ob- 
server and student of human nature can 
just about tell the character of the home 
office by the men in the field. 

The kind of life insurance arguments 


and information presented by the field 
men, the sort of service that is rendered, 
the motive behind the business, all are 
revealed through the selling forces. Life 
insurance after all is a great personal busi- 
ness. People do not run to offices to buy 
it. They have to be told how it fits into 
the scheme of things, how it can help and 
what jit can do. It is the men with the 
rate book who change the labored and le- 
gal phraseology of the policies into a lan- 
guage that the wayfarer can understand. 





Tue man who has accomplished all 
that he thinks worth while has begun to 
die. 




















PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











For eight years Edmund Burke has 
been manager of the St. Louis branch 
of the Missouri State Life, and in that 
time has built up one of the great pro- 
ducing agencies of the country. Com- 
memorating his success in this field and 
showing the esteem accorded him by 
his associates, Mr. Burke and his agency 
men were given an informal luncheon 
last week. President Taylor and other 
officials who were present expressed 
their appreciation of Mr. Burke’s re- 
markable accomplishments. 

Under his management the St. Louis 
branch has turned in a total of $140,000,- 
000, representing a substantial yearly 
increase in business. The written ordi- 
nary business for 1927 amounted to $22,- 
583,011, with group business of $16,791,- 
900, a total of $39,374,911 for the year. 
The first four months of this year the 
St. Louis branch, under the leadership 
of Mr. Burke, has turned in $8,075,570 
of ordinary life and $4,839,000 group, a 
total of $12,914,510. This is a gain in 
ordinary life of 10.7 percent over the 
previous year for the same period and 
a gain of 60 percent in group. 


Roy A. Tuttle, manager of the Cleve- 
land agency of the Midland Mutual Life, 
died May 15 at Painesville, O., his resi- 
dence town. His death followed an 
operation that ended a three weeks’ ill- 
ness. 

Mr. nage went with the Midland in 
1907, after the company had been doing 
business but six months. He had pre- 
viously been a prominent agent for the 
Northwestern Mutual. 

He was prominent in political circles, 
serving as a delegate to the national 
Democratic conventions in 1912 and 
1916. He was a graduate of Western 
Reserve College and a member of Phi 
Beta Kappa. 

que 

M. N. Rubner, assistant agency man- 
ager of the Equitable of New York in 
Chicago, is rapidly coming into promi- 
nence as one of the leading aviators in 
the central west. Mr. Rubner served in 
the world war and did considerable fly- 
ing “over there.” At the present time 
he is flight commander of the 108th 
observation squadron, located at the 
municipal airport in Chicago. He holds 
the rank of first lieutenant and is doing 
some flying almost daily. During the 
reception of the trans-Atlantic fliers in 
Chicago last week Mr. Rubner thrilled 
the crowds with his aerial antics over 
Grant Park. 

Harry E. Aldrich, vice-president of 
the Equitable Life of Iowa, who is viSit- 
ing the Pacific Coast agencies of his 
company, left Los Angeles last week 
with V. C. Curtis, general agent, on a 
motor trip through the San Joaquin 
Valley to San Francisco. The party 
was accompanied by Mrs. Aldrich, and 
the return trip to Los Angeles will be 
made via the coast route. 


Mrs. Henrietta S. Kirk, wife of the 
late Cyrus Kirk, former president of the 
Equitable Life of Iowa, died at her 
home in Des Moines last week. Mrs. 
Kirk had been in ill health for several 
weeks. She is survived by two sons. 
Clyde Kirk, an attorney with the Equi- 
table Life, and Frank C. Kirk, manager 
of the collection department of that 
company. 


Vice-President K. A. Luther of the 
Aetna Life celebrated his 30th anniver- 
sary as an “Aetna-izer” last week. 
When Mr. Luther entered his office he 
found his desk literally buried in flow- 
ers. At noon, he was the guest of of- 
ficials of the company at a testimonial 
luncheon. President Morgan B. Brain- 
ard presided at this gathering and paid 
eloquent tribute to Mr. Luther’s long 
and exemplary service. 

Superintendent of Agencies William 





H. Dallas told ofthe pleasure his asso- 
ciation with Mr. Luther has brought 
him and voiced the hope that it might 
long be continued. 

Assistant Superintendent of Agencies 
R. L. Place then reported on the suc- 
cess already attained in the K. A. Lu- 
ther testimonial campaign. 

—_— 

Ben S. Graham, assistant secretary of 
the Brooklyn National Life, was mar- 
ried Tuesday to Miss Gladys Louise 
Fisher, daughter of James B. Fisher, 
prominent Brooklyn realtor. Mr. and 
Mrs. Graham sailed Wednesday on the 
Mauretania for a two months’ tour of 
Europe. 


— 


Meigs H. Whaples of Hartford died 
last week. Mr. Whaples was a director 
of the Connecticut Mutual Life, being 
elected to that position in 1905. He was 
prominent in banking circles. 


- 


Calvin H. Wasson, who for 15 years 
was Office statistician in the Darby A. Day 
general agency of the Mutual Life of New 
York in Chicago and who since Jan. 1 of 
this year was statistician in the Day 
agency of the Union Central, died sud- 
denly in the agency auditorium on 
Thursday night of last week. Mr. Was- 
son was delivering a lecture to a group 
of about 30 new agents and had almost 
reached the end of his talk when he 
suddenly collapsed. A pulmotor squad 
was called and made an hour’s effort to 
revive Mr. Wasson, but failed. He was 
53. His first connection in the life in- 
surance business was with the Mutual 
Life of New York. 


_Darby A. Day, general agent for the 

Union Centra! in Chicago, while attend- 
ing the life insurance institute put on 
by the Minneapolis Life Underwriters 
Association, was entertained by his old 
friend and intimate acquaintance, O. J. 
Arnold, president of the Northwestern 
National Life, at a luncheon. Attend- 
ing the luncheon were Lorin Hord, gen- 
eral agent for the Union Central in Min- 
neapolis, and George Taylor, retired 
general agent of the same company. 
Also in attendance were the officers of 
the Northwestern National Life, Presi- 
dent E. M. Randall of the Minnesota 
Mutual Life and Commissioner George 
W. Wells of Minnesota. 


Clarence Axman of New York, editor 
of the “Eastern Underwriter,” and Mrs. 
Axman will sail June 9 on a trip to 
Russia. Mr. Axman has been over the 
sea a number of times. He always un- 
dertakes some definite mission. On 
this trip he will investigate the plan of 
Soviet insurance now in vogue in Rus- 
sia. He will write a series of articles 
for his publication on this subject and 
they will be most illuminating. 


— 


Joseph H. Morgan of Atlanta died 
at his home there last week following 
a long illness. Major Morgan, at the 
time of his retirement from the life in- 
surance business some years ago, was 
the oldest insurance man in Georgia 
in point of service, having been con- 
nected with the Manhattan Life for 
nearly 60 years. At the close of the 
war between the states, in which he was 
commissioned a major, Mr. Morgan 
went to Atlanta, taking over the agency 
for the Manhattan Life in 1867 and re- 
maining with it until his retirement. He 
soon became superintendent of the At- 
lanta agency and later for the south- 
eastern division of the company. 


a 


Mrs. Eva K. Abels, wife of Vice- 
President Henry Abels of the Franklin 
Life, died sudenly after an operation 
preceded by a long period of delicate 
health. 
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CAPERTON GOES TO DETROIT 





Vice-President of Indianapolis Life 
Takes Over Phoenix Mutual Life 
General Agency 





The Phoenix Mutual Life announces 
the appointment of Joe C. Caperton as 
manager of its Detroit office, succeeding 
John G. Morey, resigned. 

Mr. Caperton brings to his new du- 
ties a broad experience both in general 
business and in life insurance. Since the 
conclusion of the World War, in which 
he served with distinction as an officer 
in France, he has been connected with 
the Indianapolis Life, rising steadily 
from salesman to second vice-president 
and agency manager. During the seven 
years of his incumbency, the Indian- 
apolis company’s business was practic- 
ally quadrupled. 

The Phoenix Mutual’s Detroit agency 
is strong and active and substantial de- 
velopment is anticipated under the new 
leadership. 

Mr. Caperton, who is a native of 
Washington county, Miss., spent his 
earlier years and was educated in Waco, 
Tex. Prior to the World War, he was 
a successful salesman of tangible 
products. 





MARTINSEN LEAVES AETNA 





Clark A. Moore Succeeds San Fran- 
cisco Associate General Agent Who 
Leaves Business 





SAN FRANCISCO, May 24.—Otto- 
car H. Martinsen, associate general 
agent of the San Francisco office of the 
Aetna Life, and outstanding figure 
through his application of the survey 
system to the sale of life insurance, has 
resigned effective June 1. Mr. Martin- 
sen has been with the local office since 
October, 1926, and in 1927 produced a 
40 percent increase through his ad- 
vanced methods of production and 
agency organization. Prior to coming 
to San Francisco he was assistant gen- 
eral agent of the Aetna at Los An- 
geles. Mr. Martinsen entered life busi- 
ness with the Equitable Life of New 
York at Chicago. He was formerly as- 
sistant manager of the sales depart- 
ment of the eastern territory for the 
National Cash Register Company. He 
is returning to Chicago to become asso- 
ciated with a large national advertis- 
ing concern. He will be succeeded at 
San Francisco by Clark A. Moore, lead- 
ing personal producer of the Western 
States Life. Mr. Martinsen has been 
prominent in association affairs, being 
chairman of the executive and program 
committees of the San Francisco Life 
Underwriters Association and treasurer 
of the California State Association. Mr. 
Moore is also prominent in the San 
Francisco association, being first vice- 
president, 





A. F. Lidren, A. Van Stockum 


_A. F. Lidren, formerly a multiple 
line agent in Everett, Wash., has been 
Placed in charge of the general agency 
tor the Columbian National Life in 
Tacoma, Wash., with offices at 412 
Washington building. The Columbian 
National has also opened an office at 
Bellingham, Wash., in charge of A. 
Van Stockum, for the past five years 
superintendent for the Metropolitan at 
ellingham. 





Homer A. Dils 


Homer A. Dils has been appointed 
Little Rock manager for the American 
Southern Life of Lake Charles, La. 
Before joining the American-Southern 
Life Mr. Dils was connected with the 
Continental Life. Mr. Dils has opened 
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Linked up with The Lincoln National Life 








Abraham Lincoln once said: 
“An individual who under- 
takes to live by borrowing 
soon finds his original means 
devoured by interest, and 
next, no one left to borrow 
from.” 


E might have gone on and 

described the thrifty indi- 
vidual who mobilized the power 
of compound interest to work for 
him instead of against him. He 
might have showed how the mod- 
ern miracle of insurance will not 
only mobilize the power of inter- 
est but the laws of averages, 
whereby his small deposits pro- 
tect him while he saves. 


There is no direct evidence that we 
have found that Lincoln had directly 
spoken in advocacy of life insurance 
yet many indeed are the references 
showing his position backing the 
things insurance stands for, the quali- 
ties insurance builds, and the blessings 
insurance gives. 


The Lincoln National Life Insur- 
ance Company pledging itself to 
follow the ideals of the Great 
Emancipator, finds many guide 
posts in his words to govern its 
point of view in service and in 
spirit. 


Lincoln was the 
advocate of thrift 
and thriftiness, a 
strong shoulder 
on which the de- 
pendent might 
rest, and a friend 
of the prudent 
and industrious 
and foresighted 
worker. If Lin- 
coln walked our 
streets today and 
medidated t h 
problems of our 
people, would he 
not be proud of 
the self-protection 
and home protection weapon that in- 
surance now offers. 


The Lincoln 
Life Building 


Insurance offers more than a 
wish, a hope, a desire that de- 
pendents be taken care of 
when emergencies come. 
Listen to the words of our 
actuary. 





from the air, showing Aviation Signs 





“Insurance is more than a sci- 
ence builded upon the founda- 
tion stones of statistics, com- 
pound interest, thrift and 
purpose ; insurance is a neces- 
sity for it may be translated 
into terms of bread and butter 
and rent and education for a 
tomorrow that is sure to 
come; it relieves the needy 
from any chagrin of asking 
charity or blackness of know- 
ing want.” 


S. C. KATTELL, F. A. S. 


ACTUARY, THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY. 


HERE are many sides to in- 

surance as Mr. Kattell so 
well points out, the scientific, the 
scholarly, the economic, and that 
which appeals to the sentiment. 


In its appeal to 
people to use 
its advantages 
the voice of in- 
surance must 
speak to the 
heart as well as 
to the hand. A 
company like 
The Lincoln 
National Life 
Insurance Com- 
pany not only 
organizes a 
strong staff of 
actuaries, tech- 
nicians, execu- 
tives, office ex- 
perts, financiers, legal counsel and 
other experts, but it builds a band 
of missionaries who go to the peo- 
ple and tell the story. 


And in listing the points of strength 
of the company the peerless agency 
organization and agency spirit at once 
comes to mind, with such important 
points as its continuous successful 
management from the beginning, its 
state held reserves, its growing assets, 
its well selected staff, its splendid 
policy offerings, its efficient equip- 
ment and its aggressive spirit. 


Another strong point, un- 

doubtedly, is its fertile terri- 

tory. LNL offices are planted 
in such splendid cities as Seattle, Los 
Angeles, San Francisco, as Salt Lake 
City, Houston, San Antonio, and 
Dallas, as St. Louis, Oklahoma City, 
and Des Moines, as Minneapolis, Mil- 
waukee, Chicago, and Detroit, as 
Cleveland, Philadelphia, Newark, and 
Nashville, and many another. Many 
a fine city in LNL territory is await- 
ing the finding of just the right man 
to be given its control—until then it 
will be vacant—until a man can meas- 
ure up to LNL ideals, opportunities, 
and possibilities is found. 


Omaha is looking 
for such a man, 
for example—and 
many another city, 
North, East and 
South and West. 
In states where 
strong agencies al- 
ready flourish 
there are openings 
for Lincoln-type men, who can help 
them in their aggressive advance in 
their territories. 





Take Utah, for example. It is 
manned by able LNL forces, yet the 
right kind of man, with a heart in his 
breast and an aggressive set to his 
shoulders, a teachable mind, and a 
real ambition, can find a comfortable, 
happy, profitable and worthy fellow- 
ship among the men of that organ- 
ization. 


Such a man will have the benefit of a 
kit of tools that is keen and well 
fitted to the expert’s hands. It in- 
cludes all the standard insurance poli- 
cies and many special and adapted 
forms to meet peculiar requirements 
of professional men, investors, women, 
fathers, and business men. 


He will have the benefit of an orderly 
program of sales co-operation, service, 
research, publications, information, 
lead production, stimulation and lead- 
ership. Encouragement and recogni- 
tion, and special aids come to him 
regularly, and the way is wide open 
to him to win special recognition, ad- 
vancement and reward. 


His way will be made plain for 
him, his work will be made inter- 
esting, and his service to the people 
will satisfy if he is able to measure 
up to the requirements of a job 
“Linked Up With The Lincoln” 
that company whose name is a 
pledge of character, the aggressive, 
progressive, friendly company, 
Lincoln National Life. 


The Lincoln National Life Insurance Company 


Ft. Wayne, Indiana 


Insurance in Force, more than 535 Millions 
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American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$466,700,967.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group 


and Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 


AMERICAN NATIONAL INSURANCE CO. 
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Here’s a policy that will back up every talk- 
ing point of company and service. Think it 
over: 


Any natural death .........- $ 5,000 
Any accidental death 10,000 
Certain accidental deaths .... 15,000 
Aceident Benefits .....$50 per Week 
(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly. 


Inquire! 


Round Out Your Service 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


New Hampshire 


offices in the Bathurst building, and he 
expects to build up a large agency. 
The company will stress the monthly 
payment plan of buying life insurance. 





Edward V. Cleary 


Edward V. Cleary, formerly with the 
John Hancock Mutual and the Union 
Central Life, has joined the Harry Ja- 
coby agency of the Home Life of New 
York as supervisor. Due to its expand- 
ing business, the agency has moved into 
larger quarters in the same building at 
1440 Broadway. 





C. E. Mooney 


S. C. Tweed, president of the Ontario 
Equitable Life & Accident, announces 
the appointment of C. E. Mooney as 
western superintendent of agencies. Mr. 
Mooney has had some 20 years of busi- 
ness experience in the west, first with 
the Bank of Ottawa and later with two 
insurance companies. Of late he has 
been district manager at Vancouver for 
the Ontario Equitable, and he will con- 
tinue in charge of that agency for the 
present. Mr. Tweed has just concluded 
a tour of the west. 





D. C. Seeman Promoted 


D. C. Seeman, special agent in Daven- 
port, Ia., for the Massachusetts Protec- 
tive companies, has been promoted to 
general agent at Toledo, O. Mr. See- 
man has been in Davenport for more 
than a year. 





G. J. Foreman 


G. J. Foreman has been appointed dis- 
trict manager for the Manufacturers 
Life at Grand Rapids, Mich. For seven 
years Mr. Foreman was deputy fire 
marshal of Michigan, and he has a wide 
personal connection in Grand Rapids 
and throughout the state. He is already 
a large producer for the company. 





J. L. Wynne 


James L. Wynne, formerly district 
manager of the Home Life in Chicago, 
is now supervisor of the R. R. Rich- 
ardson agency of the Equitable Life of 
New York at Norfolk, Va. 





C. G. Whitlock, W. D. Williams 


C. G. Whitlock, formerly Michigan 
supervisor with the Continental Life, 
has been appointed general agent for 
the Sentinel Life with a territory of 10 
counties in central Illinois with head- 
quarters in Springfield. He will repre- 
sent both the life and health and ac- 
cident departments of the company. 

W. D. Williams, who has been with 
the Employers Indemnity in the Mem- 
phis office, has taken over the Tulsa 
territory for the Sentinel Life as gen- 
eral agent. 





H. E. Palmer 


The Bankers Life of Iowa has ap- 
pointed H. E. Palmer of Milwaukee, 
agency manager at Fort Worth, Tex., 
succeeding A. H. Gibson, resigned. 





W. J. Schmoll 


The Register Life of Iowa announces 
the appointment of W. J. Schmoll as 
its general agent in Chicago. Mr. 
Schmoll’s offices will be located at 166 
West Jackson boulevard. Mr. Schmoll 
has been in the insurance business for 
a number of years, and has had active 
experience as an insurance broker in 
Chicago. He is now opening a life 
department with direct home office con- 
nections with the Register Life. 





George J. Woodward 


The Equitable Life of N. Y. has an- 
nounced the appointment of George J. 
Woodward of Topeka as district man- 
ager for northwestern Missouri and 
northeastern Kansas. He will have his 
headquarters at St. Joseph and_ will 





move his family to that city early next 


month. Mr. Woodward is a new 
comer to the life insurance field but 
has made an enviable reputation while 
in the business. He joined the Topeka 
office of the Equitable a year ago and 
in the first 10 months of his connection 
with the insurance business wrote more 
than $1,500,000 of new insurance. His 
appointment as district manager with a 
larger territory in two states came as 
the reward for the unusual record in 
writing business. 





J. L. Staton, F. Stout 


Joe Louis Staton has succeeded H. 
O. Seale, Jr., as manager of the Eugene, 
Ore., office of the Northern Life. 
Frank Stout has been appointed man- 
ager of the Northern Life for South- 
ern California. 





E. J. Stack, H. W. Call 


The Union Labor Life has announced 
the appointment of E. J. Stack, former 
secretary-treasurer of the Oregon Fed- 
eration of Labor, as general agent for 
Oregon with headquarters in Portland. 

Harry W. Call, ex-president of the 
state federation of labor, has been ap- 
pointed general agent for the western 
part of Washington with headquarters 
in Seattle. A general agency will later 
be established at Spokane, Wash. 





Jack J. Leterman 


Jack J. Leterman has been appointed 
general agent of the John Hancock Mu- 
tual Life for Virginia. His headquar- 
ters will be at Norfolk. The company 
has just been licensed in the state. Mr. 
Leterman is a brother of Elmer G. 
Leterman, who is one of the biggest 
producers in the Harry Gardiner gen- 
eral agency of the John Hancock in 
New York City. The new Virginia 
appointee has been in the life insur- 
ance business for seven years at Nor- 


folk. 





O. B. Atteberry 


O. B. Atteberry, formerly general 
agent of the Home Life in Kansas City, 
Mo., is now associated with the Aetna 
Life agency there, as special agent. Mr. 
Atteberry had been with the Home Life 
for 16 years and had been general agent 
for a number of years. The Kansas 
City office of the company, was recently 
moved to Chicago, however, and Mr. 
wy preferred to remain in Kansas 

ity. 


Herman Buff; E. G. Neuharth 


Herman Buff, formerly of the Detroit 
agency of the Guardian Life, has been 
promoted to district manager at Grand 





Rapids. He is one of the company’s 
field veterans, having been in_ service 
14 years, principally in and about 


Grand Rapids. 

E. G. Neuharth of the Sioux Falls, 
S. D., agency of the Guardian has been 
made district manager at Huron, S. D. 
Mr. Neuharth’s promotion follows 
closely on his completing the life in- 
surance course at New York University. 


Moe Werbelovsky 


Moe Werbelovsky has been appointed 
general agent for the Judea Life in 
Brooklyn, with offices in the building at 
26 Court street, which has become some- 
what of an insurance center. 





Life Agency Notes 


The Penn Mutual Life general agency 
at San Diego, Cal., in charge of G. L. 
Randolph & Son, has established a branch 
agency at El Centro under the manage- 
ment of Douglas R. Deeble, secretary of 
the El Centro Rotary Club. 


Dr. Benner in New Post 


Dr. Claude L. Benner, who for the 
last three years has been head of the 
department of economics and business 
at the University of Delaware, is to 
become economist for the Continental 
American Life of Delaware. His prin- 
cipal duty will be to handle the com- 





pany’s investments. 
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TWO ANGLES TO “EXAM” PLAN 


Works Hardship on Old Established 
Agents, but Is Driving Out Side- 
Liners, Philadelphia Men Say 


PHILADELPHIA, May 25.—Life in- 
surance agents on the whole are not 
very favorable to the ruling of Commis- 
sioner Taggart that all agents or bro- 
kers taking on new companies must first 
pass an examination. 

“I’ve been in the business and licensed 
for 15 years,” said one prominent agent. 

“Last week I wrote a big policy. I ex- 
hausted our reinsurance possibilities and 
had to find three additional companies. 
Despite my many years in the game and 
despite my license, I had to sit down 
and take an examination just as though 
I was a beginner in the business.” 

On the other hand, life insurance men 
declare that the new ruling is driving 
the bank clerk out of ‘business. 

“A man goes into a bank to make a 
loan. The bank asks for a life insurance 
policy. One of the clerks steps up. He 
knows nothing about life insurance. 
But he writes the policy because the 
bank demands one before making the 
loan, That is an unfair condition. The 
new ruling is driving these men out of 
business,” was the way one agent put it. 

There are also many politicians in 
Philadelphia acting as brokers, who 
know nothing about insurance and yet 
who are getting much business—not 
alone in life insurance but in fire and 
casualty lines as well. Political influ- 
ence gets them the business. This type 
of man also, agents declare, is being 
forced from the ‘business by the much- 
discussed examination ruling. 


Pennsylvania License Examinations 


Pennsylvania state insurance exami- 
nations continue to attract many seekers 
after the desired certificates. There were 
764 applicants notified to appear at the 
state examination conducted May 19 in 
Philadelphia, Pittsburgh, Harrisburg, 
Erie, Williamsport, Hazelton, Scranton 
and Johnstown, and more than 700 of 
them appeared to take the tests. 


C. M. Voight Moves 


Charles M. Voight, special agent of 
the Rochester agency of the Massachu- 
setts Mutual Life, is moving to Ca- 
nandaigua, N. Y. 


Fraser Agency Dinner 


Peter M. Fraser, New York general 
agent for the Connecticut Mutual Life 
and president of the New York Asso- 
ciation of Life Underwriters, gave a din- 
ner Thursday evening at the Park Lane 
for the members of his agency force. 
Among the guests for the occasion was 
President James L. Loomis of the Con- 
necticut Mutual. 
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CONTEST WINNERS IN MEETING 


Agents in Central Department of New 
York Life Attend Convention 
in Chicago 


On Monday of this week 545 agents 
from 18 agencies in the central depart- 
ment of the New York Life attended 
a convention in Chicago called to con- 
clude a three-months’ sales contest con- 
ducted by the company. Attendance 
was on the qualification basis. The 
allotment for the contest was $55,- 
415,000, and mailed business totaled 





$40,107,317, or 113.2 per cent of the 
allotment. L. Seton Lindsay, 
vice-president of the company, 


second 


Walter | 





LIFE 





Omaha 
of the 


W. Head, president of the 
National Bank and a director 
company, and J. J. Parker, agents’ 
counselor, Cleveland, made the princi- 
pal addresses. Other speakers on the 
program were W. A. Hammerquist, 
South Dakota, who wrote a total of 490 
applications in 1927; Hyman Meyers; 

A. Adams, agency organizer, Des 
Moines; E. Cohen, of the city hall 


branch, Chicago; “Agency Director J. N 
Tracy, Dearborn branch, Chicago; Mrs. 
M. H. W. Bennett, who has a record 


of 10 applications a month for 11 con- 
secutive years and who is a member of 


the Stock Exchange branch, Chicago; 
Morris Weil, agency counsel, Chicago, 
who has been 45 years with the com- 


pany, and E. E. Andrews, who also is 
agency counsel in Chicago. 

Supervisor James A. Campbell pre- 
sided in the absence of Robert E. 
Whitney, inspector of agencies in the 
central department, who is in ill health 
and was unable to attend. Much en- 
thusiasm was displayed when the con- 
ference opened, and it attained intensity 
at several times during the meeting. 


New York Life Meeting 
Agents of the New York Life from 
Minnesota, Wisconsin, Michigan, North 


Dakota and the provinces of Manitoba 
and Saskatchewan in Canada held their 
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Duluth on May 
were in at- 
company, 


annual convention in 
17-18. About 350 agents 
tendance as guests of the 
having won their trips through their 
production records. Manager C. W. 
Ledgerwood of the Duluth district and 
his local agency staff welcomed the 
visitors. 

Samuel O. Buckner of Milwaukee, in- 
spector of northwest agencies, presided 


at the noon luncheon on the opening 
day with L. Seton Lindsay of New 
York, vice-president in charge of agen- 
cies, as_ the principal speaker. 

Me Peters, supervisor of the 
Minneapolis agency, presided at the 
business meeting on the second day. 
Following the presentation of a two- 


act play by members of the 
lis agency assisted by Miss Lee Munson 
of the Duluth agency, J. J. Parker of 
Cleveland, agents’ counselor, brought 
the session to a close with the principal 
address of the day. 


Nicols Joins Brand Agency 


Norman W. Nicols, formerly with the 
life department of W. A. Alexander & 
Co. in Chicago, has joined the Enoch 
J. Brand general agency of the Lincoln 
National Life in Chicago as manager 
of the brokerage department. Mr. 
Nicols is experienced in life insurance 
work and in salesmanship generally 


Minneapo- | 








and is a capable addition to the E. J. 
Brand staff. Mr. Nicols joined the 
United States navy just prior to the 
World War as an ordinary seaman and 


left the service with the rank of lieu- 
tenant. Following the war he joined 
the Alexander office and after a period 


of service went into the oil business. 


He leaves the oil business to join Mr. 
Brand. 

The Lincoln National Life is out- 
standing in the business of writing sub- 
standard cases, and it is to handle sub- 
standard, employment-rated and _ bro- 
kerage business that Mr. Nicols has 
joined the Brand agency. 

Guardian Official in Field 

Assistant Superintendent of Agencies 
Frank F. Weidenborner, Jr., of the 


Guardian Life, is on an extended visit 
to that company’s agencies in the mid- 


west. He will be in the field until the 
second week in June, his itinerary in- 
cluding visits to the agencies in Sioux 
Falls, Des Moines, St. Paul, Minne- 
apolis, Milwaukee, Chicago, Detroit 
and Cleveland. 
Saltzstein Agency Meets 
The annual conference of the field 


men in the Wisconsin and upper Michi- 
gan general agency of A. L, Saltzsteir, 











In Iowa—write to 
F. C. Crowell, Supervisor 
342 Insurance Exchange 
Des Moines, Iowa 
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“THE ‘FRIENDLY COMPANY’ 


The Stabilizer 


The airplane, the radio, and television have 
been given to the world in recent years to aid 
its progress—with life insurance to stabilize 
its credit. 

If you are interested in giving the highest 
type of service to humanity through a ‘life’ 
connection with a company whose aim is to 
give her best to policyholder and agent, it 
will pay you to tune in on the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 





FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 
































THE SOUTH CALLS! 


Four important Southern Cities offer at- 
tractive General Agency Openings to men 
who come with 


ATLANTIC LIFE 


one of the 89 old-line companies rated by 
A. M. Best Co. as “Excellent.” 


Montgomery 
Jacksonville 


Winston-Salem 
Mobile 





mae Write now to 


Agency Department 


Atlantic Life Insurance Co. 
Richmond, Virginia 
























Milwaukee general agent for the New 
England Mutual, was held in Milwaukee 
May 19. Michael J. Cleary, vice-presi- 
dent of the Northwestern Mutual Life, 
was the principal speaker at a luncheon 
on that day. Mr. Saltzstein presided at 
the conference sessions. 





Sachs Agency Moves 


The Sachs agency of the Equitable 
Life of New York moved May 22 from 
its quarters in the Strauss building to 
the Equitable offices in the State Bank 
building, Chicago. 


Bender Agency Moves June 2 


The William H. Bender, Jr. agency of. 
the Equitable Life of New York in 
Chicago will move on June 2 from its 
offices at 720 Straus building to the 
Equitable general offices in the State 
Bank building at LaSalle and Monroe 
streets. 

United Licensed in Indiana 

The United Insurance Company of 
Chicago has been licensed in Indiana. 
The company was recently organized 
with $100,000 capital by the same in- 
terests that control the United States 


Mutual and the Mid-Western Life. 
O. T. Hogan is president of the three 





companies and A. D. Johnson is secre- 
tary. The United States Mutual is one 
of the leading industrial health and ac- 
cident companies of the country. For 
some time the organization has felt the 
need of a life insurance company in 
which to write its ordinary business and 
the United was formed to fill that need. 





John Gordon Making Record 


John Gordon, manager for the Home 
Life in Chicago, is making an unusual 
production record and led all the agen- 
cies of the company for April on two 
counts and all of the agencies from Jan. 
1 to Apr. 30 on one count. In April his 
agency led in the amount of new prem- 
iums settled for irrespective of date of 
issue and in percentage of premiums to 
allotment. For the first four months 
his agency led in percentage of prem- 
iums to allotment and the Robbins & 
Simons agency, New York City, was 
in first place in the matter of new prem- 
iums settled for irrespective of date of 
issue, Mr. Gordon was well known in 
Chicago before he went to New York 
City and joined the Hart & Eubank 
agency of the Aetna Life, and his ef- 
forts since his return to Chicago have 
been marked by unusual success in pro- 
duction. 











IN THE SOUTH AND SOUTHWEST 











NEW COMPANY IS LICENSED 





Educators’ Life, Mutual Carrier, Is 
Headed by B. W. Torreyson, 
Arkansas Educator 





LITTLE ROCK, May 24.—The Edu- 
cators’ Life, a non-profit mutual insur- 
ance organization formed to provide life 
insurance for teachers and persons en- 
gaged in educational work, has been 
licensed by the insurance department. 

B. W. Torreyson, president of State 
Teachers’ College, Conway, and chair- 
man of the board of trustees of the Ar- 
kansas Education Association, is presi- 
dent. R. C. Hall, superintendent of Lit- 
tle Rock public schools, is vice-presi- 
dent, and H. L. Lambert, executive sec- 
retary of the Arkansas Education Asso- 
ciation, is secretary-treasurer. 


Frost Agency Organized 


H. G. (“Jack”) Frost, widely known 
Little Rock insurance man, is organ- 
ization director, and W. P. Keith, su- 
perintendent of schools at Pine Bluff, is 
a director in the company. The execu- 
tive board of the Education Association 
sponsored the organization. After 1,000 
policies have been written, 10 well- 
known school men from various sections 
of the state will be elected to the board 
of directors of the company. All officers 
and officials of the Education Associa- 
tion will give their services free as of- 
ficers of the company, and policyhold- 
ers will obtain insurance benefits on a 
cost basis. 

Th ecompany will write only one form 
of contract, a $5,000 straight life policy, 
at a cost that will put it within reach 
of every teacher, officials say. Several 
hundred applications for policies have 
been received, and officials predict that 
a majority of the approximately 10,000 
teachers .in the state will become 
policyholders within a few months. 
Only those engaged in educational work 
can obtain insurance through the com- 
pany. 


Travelers Nashville Meeting 


Headed by W. Hugh Bridges, man- 
ager of agency development, life, acci- 
dent and group departments, the Trav- 
elers held a meeting of its regional 
representatives in Nashville, Tenn., last 
week. Representatives of other than 
these departments, however, were pres- 
ent and talks were made by different 
agents successful in their respective 
lines, among them Wilson Green, man- 
ager of casualty lines, and A. B. Paschall 








of the fire branch in the Nashville region. 
In addition to Mr. Bridges, D. L. Blox- 
ham, John H. Eglof and W. E. Boyd, 
Jr., were present from the home office. 





New Company Under Way 


Organization of a life insurance com- 
pany is being completed at Charlotte, 
N. C., according to H. S. Dowling and 
Dr. Ray Dowling. It is planned to 
raise $100,000, $200,000 capital stock, 
organize and then obtain enough ad- 
ditional subscriptions to bring the capi- 
tal up to $500,000. Those organizing 
the company hope to have it in opera- 
tion by June. 





Apply for Company Charter 


Application has been made for a char- 
ter for the Wesleyan National Life of 
Salisbury, N. C. The proposed capital 
is $500,000. The incorporators are B. V. 
Hedrick, Dr. H. H. Newman and J. F. 
Harelson 


Campbell Agency's House Organ 


“The Campbells Are Coming” is the 
name of the house organ issued by the 
Gordon H. Campbell general agency of 
of the Aetna Life at Little Rock, Ark. 

The bulletin will be issued weekly. 
The Campbell agency is one of the liv- 
est in the country and expects to write 
about $17,500,000 of new business this 
year. 
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OREGON FIGURES AVAILABLE 





Report Over 560 Million Life Business 
in Force at End of 
1927 





SALEM, ORE., May 24.—Life insur- 
ance in force in foreign companies in 
Oregon Dec. 31, 1927, aggregated $525,- 
513,366 compared with $493,618,476 on 
Dec. 31, 1926. Claims paid by these com- 
panies during 1927 totaled $6,365,331. 
Premiums collected aggregated $16.- 
792,141, with premiums returned includ- 
ing dividends amounting to $2,314,124. 
Taxes paid by these companies totaled 
$325,845. New insurance written during 
the year aggregated $91,938,418. The 
Oregon Life, a domestic concern, wrote 
$4,351,781 in new business in 1927, with 
a total of $38,275,373 in force. Insur- 
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re- ance terminated during the year totaled | while they were participating in sports | form the second largest group, with | the Ohio department of insurance rela- 
me $2,953,326. and recreation, 456 happened on the | 521 casualties. tive to ok oe _ 4 gn oy he 
ac- Group life insurance in force in Ore- | links. Of these, 293 resulted from per- | ven agp Bey they cannot engage 
‘or gon Dec. 31, 1927, aggregated $58,857,- | sons slipping or falling while making | Mid-Continent Life’s New Policy in any general life insurance plan, but 
the 321. Group insurance was terminated | their way over uneven ground. Ninety- | The Mid-Continent Life of Oklahoma | that they can work out some plan for 
in in the amount of $15,182,713. five persons were struck by either flying | City iets onamumant & ee anchhens ona mutual protection in respect to health 
nd pam — ge ae ol siete esamuaial " | health policy. The new policy differs in and accident and death by accident. 
ed. Nor i . 1St ror om ways | several minor points from those now is- 
- thwestern Mutual Meeting in which participants of the game are | sued, outstanding among which is the Employers Indemnity in Conference 
The third and last of the zone con-| hurt. One player while practicing his | elimination of a house confinement me Menntevers Indemnity of Kaneas 
ferences for general agents of the North- | stance at a golf school slipped as he | clause, making the indemnity payable Pang ay nye Bem ya of the 
_ western Mutual Life is being held this | swung his club, twisting a rib in the | for total loss of time regardless of Health & Accident Underwriters Con- 
— week at Colorado Springs, Colo. The | procedure. Another, who was in the oo Vise-gremnent Dawes Sarena. 
same program that was in effect for the | rough ran several sand burrs into his | et ~f-—4 ‘oniah ane enh olen ee 
al two conferences already held is being | left hand. After completing a drive | jut of 10 buyers of disability insurance : : 
ad followed for the western general agents | one golfer walked backward to a bench moll uae nh Pp tng eee National L. & A. Promotion 
hig oi the company. to survey his game and while watch- | M. P. Ferrell of Mobile has been et 
ing the ball in its flight, missed the . , moted to a superintendency in his dis- 
i “Seattle M Oo i bench and sat on a rock. Some other Ambler to Philadelphia trict by the National Life & Accident. 
f eattle Managers Organize - - Peer ; - ” 
° regi unusual accidents reported include: Lloyd N, Ambler goes to Philadelphia 
to A number of Seattle life insurance | Slipping and rupturing muscle in back | "¢Xt, Week to become manager of the Accident Not Clearly Proved 
ths managers have formed a study con-| while engaged in indoor golf practice: | #¢cidemt and health office of the Com- 3 2 
- 4 gag g practice; al Casualty | ? tow «Se - , 1 a Kans — 
m- ference to discuss agency work and struck in mouth by partner's club, com- | mercial asua ty in that city. Mr. Am- The policy sued on in a Kansas oon 
& ae li forms. They will meet 1 " ’ ~ a gags | bler will develop the monthly premium insured against death caused by external, 
new poucy y : : pletely knocking out bridge work; in | accident and health business there for | violent and accidental means It ex- 
fas twice a month. Charter members are: chasing ground squirrel on course pur- | the Commercial. For the past two years | cepted from the benefits the mentally 
m- Carl Olson, manager of the Canada| suyer slipped injuring foot, and being |he has been head of the accident and|infirm or suicide, sane or insane, or 
of Life; O. a Beaudin, manager of the | thrown violently to the ground after | health department for the American Lia- | death caused by mental or bodily in- 
in Minnesota Mutual; V. Webner Wiede- missing a mighty effort to complete a | bility of Cincinnati and previous to that | firmity or disease to or while under the 
rk mann, assistant manager of the Sun| ong drive. — time had been with the General Accident | influence of intoxicating liquors or nar- 
nk Life; Frank Black of the Manufacturers Baseball, as was the case last year, at its head office in Philadelphia for 21 cotic drugs Assured went to a conven- 
ef- Life; Louis Abels, general agent, Cen- | again leads all sports and recreations as | *°*"* “- - a a eer t ytd - yee 
ve tral Life Assurance; Ralph Sweet, man-| far as the number of accidents was i ae note, a Sn 5 Seles wee 
7: 2 ~ - ~ . emonade but afterward remarked that 
‘0- ager of the Union Mutual; and R. S.| concerned, having been responsible for Aviators Ask About Insurance he thought it was doped. When he woke 
McCaffrey of the Crown Life. 631, Mishaps occurring under the clas- Aviators attached to the Lunkin air- | up his companions were gone. He had 
N h Life Gai sification of “in country or woods” port at Cincinnati have made inquiry of 'no money left. He wandered about for 
~y orthern Life Gains ee 
D. B. Morgan, president of the 
Northern Life of Seattle, announces 
= that his company had over $8,000,000 of 
group insurance in force last month and 
mn. in March produced over $2,250,000 of 
7 eke ur Agents Have 
ce. —= 
ACCIDENT AND HEALTH | 
n- A Wider Field— 
~ FRAUD INCREASES LOSSES 
n . 
t . A 
sg Abnormal Ratio Reached Through Con- n Increased Opportunity 
d- nivance of “Quack” Physicians, 
i. Says Officials Because We Have 
1g 
- BALTIMORE, May 24.—Fraud per- 
petrated through the connivance of — 
“quack” and unscrupulous physicians General Age Limits 0 to 60. 
has increased the health and accident Non-Medical Age Limits 0 to 45. 
r- loss Tatio to abnormal proportions, ac- “ys ' ? 
- cording to B. L. Talley. president, of Policies for substantial amounts (up to $5,000) for Children on 
al the Home Friendly. Unless this evil is . . . 
7 corrected an increase in rates is inevi- variety of Life and Endowment plans, thus enabling parents to 
F table, in the opinion of Mr. Talley. buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
“This practice,” said Mr. Talley, “on : . 
the part of policyholders and such physi- Semi-annual or Quarterly Premium plan. 
cians has grown to an unusual extent 2 ° “a . es ° 
in certain quarters and amongst cer- Participating and Non-Participating Policies, Medical and Non- 
ne tain classes of people, and drastic steps Medical. 
ne to correct the evil are inevitable if 
of this business is to continue the service : . 
7 suits te tae Geen Sondeaies to ihe te Same Rates for Males and Females, Medical and Non-Medical. 
y. dustrial class, or on the other hand, a . . 3: 
“ considerable increase in rates will ‘be Double Indemnity and Total and Permanent Disability features 
te forced. for Males and Females alike, Medical and Non-Medical. 
is “Companies have been deterred from 
as See Gas weilen on scesunt Standard and Substandard Risk Contracts. 
of the high esteem in which the ma- 
jority of the members of the medical : . . : : 
Scalkedion ene Wald, cithemm Gils eat Our Class C Senior Agents may write Non-Medical Applications 
ter has been taken up and successfully for as much as $3,000. 
handled by several insurance commis- 
E sioners whose departments were con- We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
cerned in seeing that honest policyhold- I K Md Mi h Mi Mi N M N Cc Okl 
ers’ money is not used in payment of a., Kans., +» WiiCN., IViinn., IVLISS., IN. IVi., IN. &., a., 
38 claims by companies to undeserving S. D., W. Va. 
ones,” 
GOLF IS DANGEROUS SPORT 
- nesta reads in Accident, Attou ||| ‘THE OLD COLONY LIFE INSURANCE COMPANY 
Casualties on Links Show 8.31 
n Percent Increase of CHICAGO, ILL. 
- 
1. Golf constitutes the third most dan- B. R. NUESKE, President 
ee Rerous sport, as far as the occurrence 
1- of accidents is concerned, actuaries of 
4. the Travelers have found. In maintain- : —_* et . 
d ing its position in, front ranks of dan- The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
g 8erous sports, golf last year was the : : : : , . , ° ; 
. cause of G31 percent more accidents through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
e than the year previously, according to 
h Statistics. 
Of 4,452 accidents occurring to people 
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_. PROGRESS 


First you entered the life insurance business. 
Then came the day you passed $100,000 in production. 


Next your first agency convention. But the real step 
into the future comes with the signing of a new con- 
tract making you a 


Full-Fledged General Agent 


Get out of the sub-agent blind alley now. 
Our plan provides liberally for your future. 
Build up and manage your own business be- 
ginning this year—now—today. 
We have territory available in all sections of Louisi- 
ana, Texas, Arkansas, Oklahoma and Alabama. Con- 
ditions were never better. Write for full details now. 
Your letter will be treated in strict confidence. 


Insurance Company 


OFFICE 
SHREVEPORT, LA. 


IRA F, ARCHER 
Superintendent of Agencies 
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LOUISIANA STATE LIFE 


















































Successful Salesmen 


HE success of a life insurance salesman de- 
"ae first of all, on the individual man himself, 
and secondly, the company he represents. 

Just as life insurance cannot create riches for a pol- 
icyholder, a life insurance company cannot MAKE 
salesmen successful. BUT, life insurance can pro- 
vide for the SAFETY of riches and the CREA- 
TION of comfortable living incomes, and likewise, a 
life insurance company can ASSIST in making a 
successful salesman of the man who is made of the 
right stuff. 

Mutual Trust is a salesman’s Company. We appre- 
ciate the important part they play in our business 
and believe in helping them to help themselves. 


Send for Your Copy of 
“CHOOSING A COMPANY” 


CARL A. PETERSON, Vice-President 


| Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 

77 West Washington Street 
CHICAGO, ILLINOIS 

’As Faithful as OLD FAITHFUL" ¢& 




















































a night and a day. About 42:50 in the 
morning his body was found in the IIlli- 
nois Central yards with head severed. 
Held that the important facts of this 
controversy rest solely and alone upon 
circumstantial evidence, which does not 
exclude every other reasonable hypothe- 
sis than the facts plaintiff must estab- 
lish before she may recover in _ this 
action. McCandless vs. Travelers Pro- 
tective, U. S. Dist. Ct. Dist. Kan. Ist Div. 


Mueller Has “$3,000 Club” 


E. H. (Count) Mueller of Madison, 
Wis., state agent in Wisconsin for the 
accident and health department of the 
Southern Surety, has organized a $3,000 
Club, to consist of agents in his organi- 
zation who have a cash premium income 
of at least $3,000 a year. The sole re- 
quirement is that these premiums must 
be paid to the home office prior to Dec. 
31 of each calendar year. Only paid-for 
business counts. Five agents wrote 
enough business last year to entitle 
them to membership in the organization 
and about 15 others will qualify on the 
basis of their production so far this year. 
The first meeting of the club will be 
held the early part of 1929.- 


Sue Under Newspaper Contract 


Suit for $1,412,500 for alleged commis- 
sions due and for damages for alleged 
breach of promise was filed in St Louis 
by George L. and Frank R. Baker of the 





firm of George L. Baker & Co. against 
the Continental Life of St, Louis. 

The plaintiffs based their claim under 
a contract entered into Oct. 1, 1925, and 
terminated July 1 last. Under the con- 
tract they were to receive commissions 
of from 22% to 29 percent and renewals 
for six years after cancellation of con- 
tract. 

The Bakers claim that under the con- 
tract they placed 321 contracts for Con- 
tinental accident insurance with various 
newspapers, publishers and clubs 
throughout the country, which included 
1,200,000 policies. 

Ed Mays, president of the Continental 
Life, asserted that there is absolutely 
no foundation for the suit, declaring the 
plaintiffs were discharged as agents and 
their contract cancelled because they had 
breached its terms. 


Virginia Industrial Companies Merge 


The Union Life of Richmond, indus- 
trial sick benefit company, headed by 
John N. Lawler, has bought out the Na- 
tional Insurance Company of Norfolk, re- 
insuring its debit and taking over all 
assets. Combined debits of the two com- 
panies will give the Union more than 
$1,000,000 in premium collections the cur- 
rent year, it is estimated. Premium col- 
lections of the National the past year 
were close to $200,000. J, L. Notting- 
ham, president, retires from the business. 
All the district men will be retained, Mr. 
Lawler announces. 








NEWS ABOUT LIFE POLICIES 








Dies Literature, Rate , etc. 


ICE, $4.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender big oy and all Changes in 
t’’ and “‘Little Gem,” Published Annually in May aaa April respectively. 


“Unique Manual- 
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ISSUES NEW MODIFIED FORM 


Brooklyn National Life Has Seven- 
Year Preliminary Period—Reduces 
10-Year Term 


The Brooklyn National Life has is- 
sued a new modified life form which is 
the first of its kind to be issued thus 
far, giving a preliminary half-rate term 
of seven years instead of five. Disabil- 
ity and double indemnity will be issued 
with this, at the same rates in use with 
ordinary life, and cash, loan and paid-up 
values are effective in the third year. 
The annual rates per $1,000 for the first 
seven years and the subsequent years 
are as follow: 





First First 
7Yrs. 8th Yr. Age 7 Yrs. 5 Yr. 
$ 7.95 $15.90 41....$15.45 
8.1 16.30 .20 
8.35 16.70 - 
8.55 17.10 9E 
8.75 17.50 ‘ 
8.95 17.90 a 
9.20 18.40 r 
9.45 18.90 a 
9.70 19.40 23.05 
9. 9.95 19.90 - * 
30.... 10.25 20.50 ' : 
31.... 10.55 21.10 ' EF 
32.... 10.85 21.70 . a 
Se.2s0 Bee 22.30 54 - 30.20 60.40 
34.... 11.65 23.10 55 . 32.10 64.20 
35.... 12.00 24.00 56.... 34.20 68.40 
36.... 13.46 24.90 57 . 36.50 73.00 
37.... 13.95 25.90 58 . 39.00 78.00 
38.... 13.50 2700 59.... 41.70 83.40 
Beecee Se 28.20 60 . 44.60 89.20 
40.. 14.75 29.50 


The company has also issued new 
tates on its 10-year term convertible 
within seven years, reducing the sched- 
ule to the following: 


Age Prem. Age Prem. Age Prem. 
ee ! ge = See | Becuce $ 9.90 
8.00 29 aes 8.73 37..... 10.14 
33.. ae) Mivewes 8.86 38..... 10.42 
Se ee Meesaes | & se 10.71 
.  - ' i een ae Givenee 11.05 
| 8 = Ss i ere 11.52 
eer 8.41 34 « BAD 3 Becces 12.07 
Sivcees = 9.68 43..... 12.67 


American Bankers 


Applications on women for the graded 
premium policy issued by the American 
Bankers will not be accepted after June 
1, the company announces. This policy, 
which was designed primarily for pur- 
poses of competition, hereafter will be 
issued on select male risks only and 
in amounts of not less than $2,000. 








RAISE NON-MEDICAL LIMIT 


Manhattan Life Will Accept Male Risks 
on That Plan Hereafter for $3,000 
—Female $2,000 Only 


Announcement: was made last week 
by President T. E. Lovejoy of the Man- 
hattan Life of New York of the exten- 
sion of that company’s non-medical limit 
to $3,000. Heretofore the company has 
issued this to a maximum of $2,000. The 
new limit applies to male risks, female 
risks remaining at the former limit. The 
privilege of writing non-medical busi- 
ness is now available to all full-time 
agents of the company, the former re- 
strictions as to certain agents being 
removed. 

Mr. Lovejoy states that the experi- 
ence thus far indicates that the agents 
are making a gratifying selection of 
risks and the quality of the non-medical 
business has been entirely satisfactory. 
The change is made to facilitate the field 
men in their work. 


Great Nerthern Life 


Announcement is made by the Great 
Northern Life that restrictions of lia- 
bility under the company’s policies on 
account of risks of war and aviation 
have been removed. All life policies are 
now being issued without reference to 
service in war and the provision has 
been made retroactive to all life poli- 
cies in force. The ruling on aviation 
will become effective June 1. All poli- 
cies issued on and after that date will! 
be issued without reference to aviation. 

The elimination of the airplane _ re- 
striction is not retroactive to all poli- 
cies. Also the company will not insure 
airplane pilots, mechanics or general 
flyers. It will, however, insure paying 
passengers on licensed commercial 
planes running on schedule routes. 





Northern Life 


The Northern Life of Seattle has just 
published a new 300-page rate book, 
which, in addition to listing rates in the 
old way has a new feature. Upon turn- 
ing to an assured’s age the agent may 
find the rate on all types of policies. 


William H. McCoy, formerly of York; 
Neb. is now with the New England 
Mutual Life at Detroit. 
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Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
err way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


eee eee eee eee eee ee eee eee 


Name 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 


Chicago 
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GOOD RESOLUTIONS TO MAKE 
John Hancock Mutual Offers Sugges- 
tions to Its Agents for the 
Present Year 





The John Hancock Mutual gives the 
following resolutions as good ones to 
follow on part of industrial men for 
1928: 

1. I will lay out each day’s work the 
evening before. 

2. I will get down to the office on 
time, because punctuality is the soul of 
business. 

3. I will not spend any more time in 
the office than is absolutely necessary 
to the business. 

4. I will make my mark each day 
with either an application or a good 
prospect. 

5. I will endeavor to meet new people 
each day. 

6. I will ask my policyholders regard- 
ing relatives and friends and secure a 
list if possible. 

7. I am thoroughly sold on my com- 
pany and its methods of doing business 
and will study to properly represent my- 
self and my company. 

8. I will solicit at least one big man 
each week who can pay for $50,000 or 
more of life insurance. 

9%. I will collect 100 percent in all 
families and collect premium with all 
new weekly premium applications. 

10. I will keep in contact with old 
policyholders. 

11. I will keep my debit in good con- 
dition, realizing that condition of ac- 
count depends most of all on the atti- 
tude of the agent. 

12. I will endeavor to aid my assist- 
ant superintendent as directed. 

13. I will strive for advancement 
within the organization. 

14. I will set my mark at twice the 
amount of last year’s writings and work 
hard to reach it. 

15. I am in life insurance business to 
stay, and I will work, think and dream 
of it. 





Folz Organizing New Company 


Charles W. Folz and others con- 
nected with the old Public Savings of 
Indianapolis are organizing a new in- 
dustrial company at Indianapolis to be 
ready shortly. The Public Savings re- 
insured in the Western & Southern 
some time ago. 





Western & Southern News 

Agent J. M. Hartnett of the Peoria 
district of the Western & Southern Life 
had a perfect record in every particular 
for the first quarter of the year, with 
the following figures to his credit: In- 
dustrial increase, $44.77; weekly average, 
$3.44: ordinary issued, $32,500; ordinary 
placed, $32,500; weekly average, $2,500; 
collections, 111 percent; arrears, 5 per- 
cent. 

At the annual banquet of the Norwood, 
O., district staff, silver cups were pre- 
sented to the following men for meri- 
torious service: Assistant Superintend- 
ent R. O. Davies and Agent Sam Ed- 
wards, leaders in joint results; Assistant 
Superintendent Wm. Glazer, leader in 
ordinary; Agent N. Ison, leader in indus- 
trial. 

The leaders of the Western & South- 
ern in low arrears for the year are: 
Superintendent W. Peglow, Irving Park; 
Assistant Superintendent F. C. Fippin- 
ger, Oak Park, and Agent O. L. Ashmore, 
Peoria. 





News of the Prudential 

Agent Paul P. Mitchell of the Pruden- 
tial at Watertown, N. Y., has been pro- 
moted to assistant superintendent. 

Agent Charles H. Westerman has been 
appointed assistant superintendent in 
the Halifax, N. S., district. His Pruden- 
tial service began in the same locality 
Aug. 17, 1925. 

Omer Chartrand has been appointed 
assistant superintendent in the Montreal 
No. 2 district. About 15 months ago he 
became interested in Prudential work 
and obtained an appointment as an 
agent in the same district. Before a 
year had passed he succeeding in build- 
ing up an enviable industrial record to- 
gether with a fair production of ordi- 
nary. 

The following have been promoted to 
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LiFe INSURANCE COMPA 
OF BOSTON, MASSACHUSETTS 
December 31, 1927 
Total Insurance in Force, over... .. 
Total Number of Policies a 


This insurance is backed by a Sinkimg Fund prescribed by 
statute amounting to 00. This fund is the legal 
Reserve. 

The other reserves carried by the Company on December 31, 
1927, brought up its Definitely Allocated Liabilities to the total of 
$415,000,775.15. 

This includes a reserve of $16,654,587.95 for policyholders’ 
Dividends to be paid or credited in 1928, 

To cover these liabilities the Company owned and held on 
December 31, 1927, bonds, mortgages, and other property valued 
at $451,006,878.49, thus showing a Surplus of resources amounting 
to $36,006,103.34. 

_ _ This Surplus is to provide against asset depreciation, epidemic 
visitation, or other emergency. 

The New Insurance paid for in 1927 was $524,797,698.00, the 
greatest year’s record in the Company’s history. 





"_ For further information address 
INQUIRY BUREAU, 197 Clarendon St., Boston, Mass. 
i—_—____—SIXTY-FIFTH YEAR OF BUSINESS. 


























—1927— 


NOTABLE GAIN 
IN ASSETS 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 
1927. 

The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 
1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 
Established 1879 








Des Moines, Iowa 
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DALLWIG 


With three years of such highly satisfactory service 
that leading Life Underwriters everywhere are using it ter’—it is a 
and many Life Insurance Schools have adopted it as business with no 





For information ask The National Underwriter Co. yo tn in 
P. G. DALLWIG 


Why Experiment—Use the Standardized 


POLICY AND 
COMMISSION 


RECORD 





A Daliwig Roce is om o= + yy 4-4 
ofvedort, "Bach sheet. is 
mE 


vpllestion 


standard—the Dallwig Record has been simplified and cmemetenly 6 Precapltuation of ‘al 

Sa 6 ee SS a See “The binder is specially the re- 
The outfi an gieeetive ad- quirements of a nent Record. It is 

dition to your desk; the last A . onal Post Binder bound 3, full imitation 

and quick service; and at a price within a reach of brown leather with gold stamens, Se your 

every life insurance salesman. name in gold on the front cover as il) 


our territory or write direct to 


2300 Bankers Bldg., 105 W. Adams St., Chicago, Ill. 
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service you have to offer. 





Ww. Cincinnati, Ohio 
T. W. Appleby 








Your 1928 Tool Kit 


OUR success in 1928 will be measured by the 

The tool kit of the 

Ohio National salesman contains: 

1—Monthly income policy issued to rejected risks. 

2—Non-Medical or selective risk applications. 

3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 

4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 

5—Budget premium payment plan. 


The Soregeing apd of the crandeg’ tate Suraised . 
panies wey it Paye ve Tie Us wih the Obie Novi 
For information in regard te an agency contract address: 


The Ohio National Life 
Insurance Company 


"bgt ot Aewte. 
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be assistant superintendents: Agents 
F. Ecker of Los Angeles 5, R. Johannes- 
sen of Los Angeles 1, and G. R. Johnson 
of Vallejo. 

Some recent promotions in Division F 
were DeWitt Pitcock, to assistant su- 
perintendent at Zanesville, O.; Nathan 


T. Cummings, to assistant superintend- 
ent at Cleveland No. 2; John F. Cola, to 
assistant superintendent at Elyria, de- 
tached of Lorain, Ohio; Harry R. Best, 
to assistant superintendent at Cleveland 
No. 1, and Thomas O. Johnston, to assist- 
ant superintendent at Cleveland No, 2. 
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CLOSE TO 1,000 AT CONGRESS 


Samuel Milligan, R. S. King, and E. 
Bragg Feature Program at 
Baltimore 


BALTIMORE, May 23—The 10th 
annual congress of life underwriters of 
Maryland and the District of Columbia 
was held last week and was attended 
by approximately 1,000 delegates. 

The meeting was opened by Friend 
L. Wells, general chairman of the con- 
gress. Singing was led by William 
Parker Hall, Mutual Life of New York, 
after which Fred L. Mason, Jr., presi- 
dent of the Baltimore association, wel- 
comed the delegates to the congress. 
The presiding chairman was John F. 
Cremen, president of the District of 
Columbia association. 

Samuel Milligan, third vice-president 
of the Metropolitan Life, gave a very 
interesting speech on “The Ethics of 
Life Insurance.” A, motion picture, 
“Vanishing Fortunes,” produced by the 
Phoenix Mutual Life was shown. An 
address, “Closing the Sale,” was given 
by Russell S. King, manager of the 
Union Central Life at Indianapolis. 

The afternoon session was presided 
over by Fred L. Mason. An address 
was made by James Elton Bragg on 
“The Place of Life Insurance in the 
Economy of the American Home.” 
Mr. Bragg, who is the manager of the 
Union Central Life at Philadelphia, 
gave some very interesting figures in 
this talk. 

A questions and answers session was 
conducted by F. G. Lieberman of Bal- 
timore, assisted by Herman M. Cohn, 
George A. Meyer, Paul H. Stewart of 
Baltimore, and H. Cochran Fisher and 
Guy Withers of Washington. Tom B. 
Blocker, agency instructor of the 
Travelers, gave an address, “The Every- 
day Sales Problems of a Life Under- 
writer.” Stewart Anderson, manager 
of the bureau of field service of the 
Penn Mutual Life, gave the last talk, 
“Everyday Underwriting.” 


Columbus, 0.—Dr. Felix Held of the 
college of commerce and economics at 
Ohio State University was the speaker 
this week at the monthly meeting of the 
Columbus association. Dr. Held’s topic 
was “The Underwriters’ Correspondence.” 
The address dealt largely with salesman- 
ship. 

x * * 

Springfield, 0.—Dr. C. E. Schilling, 
medical director of the Ohio State Life 
at Columbus, O.. was the speaker at a 
luncheon meeting of the Springfield as- 
sociation. His topic was “The Relation- 
ship Between the Life Insurance Sales- 
men and the Medical Director.” 

*x * x 

Sioux City, Ia.—Tribute to the work 
of William McKercher, general agent of 
the Northwestern Mutual Life, for 40 
years engaged in the life insurance busi- 
ness in Sioux City, was given by fellow 
members of the Sioux City association 
at their meeting Saturday. Various 
members of the association gave verbal 
testimony to the upright manner in 
which Mr. McKercher has conducted 
business. Mr. McKercher is the oldest 
Sioux City ‘man in the insurance busi- 
ness in the point of service, and is a 
charter member of the life underwriters 
association. 

The next meeting of the association 
will be held June 9, when officers will 
be elected. 





* * * 

Pine Bluff, Ark.—Charles Evans, vice- 
president of the Home Life of Little 
Rock, delivered the principal address at 
the monthly meeting of the Pine Bluff 
association last week. Mr. Evans is a 
well known life insurance man who al- 
ways has something useful to tell his 
audience. 





EXPECT LARGE ENROLLMENT 


Dr. Rockwell’s School Opens in Chi- 
cago for Nine Weeks’ Term on 
June 18 


From the many requests coming to 
Clinton F. Criswell, managing director 
of the Chicago association, it appears 
that there will be a record enrollment 
in the Rockwell Life Insurance School 
which opens in Chicago on June 18. 
One application has been received from 
Vancouver, B. C., which indicates that 
Chicago is looked upon as a logical cen- 
ter for the training of life insurance 
salesmen. 

At the present time Dr. Rockwell and 
his faculty are conducting a school at 
Cleveland under the auspices of the 
Cleveland association. 

Since only the morning hours are de- 
voted to class room instruction, Dr. 
Rockwell expects every agent enrolled 
in the school to maintain a regular 
schedule of field work. In some of the 
recent schools conducted by Dr. Rock- 
well individual agents have written as 
high as $200,000 during the nine weeks’ 
term. S. T. Whatley, president of the 
Chicago association, in a recent an- 
nouncement regarding the school, said: 
“This is an age in which the man who 
has not equipped himself must inevita- 
bly give way to the man who has mas- 
tered his subject. Experience has taught 
us that a man may earn while he learns 
in the life insurance business. Conse- 
quently the terms of this school should 
not necessarily interfere with a man’s 
production. The five leaders in the last 
year’s class averaged $75,000 during the 
term.” 

More than 200 life underwriters in 
Chicago are graduates of the Rockwell 
School, which testifies to both its popu- 
larity and value. Those who plan to 
attend the Chicago term should send 
in their requests at once to the manag- 
ing director of the Chicago association. 

* * * 

Fort Wayne, Ind.—J. Wade Bailey of 
the Lincoln National Life has been elected 
president of the Fort Wayne association 
for the coming year. Other officers are: 
David Hostetter, Mutual Benefit of N. J., 
vice-president; and Don C. Thomas, Con- 
necticut Mutual, secretary-treasurer. 

Caleb Smith of Ann Arbor, represent- 
ing the Massachusetts Mutual Life, gave 
the main address at the election meeting, 
speaking 6n various ways of selling life 
insurance. 

x * * 

Washington State—The first annual 
convention of the Washington association 
will be held at Yakima May 25. Fred S. 
Ross, president of the state body, is 
Planning a one-day sales congress. The 
purpose of the meeting is to weld asso- 
ciations of local agents and other life 
underwriters into a strong state body. 

*x* * * 

Seattle, Wash.—Proposed action of the 
King County Medical Society to adopt an 
insurance plan in which the Phoenix Mu- 
tual Life is to be used exclusively has 
aroused managers and agents of the 83 
other companies doing business in Seat- 
tle to protest. 

In a letter which was sent to the 
officers, trustees and members of the va- 
rious committees of the King County 
Medical Society over the signatures of 
E. H. Norene, chairman. general agents 
and managers club, and C. J. Sauter, 
president of the Seattle Life Underwriters 
Association, the grievance was stated: 

“The managers and agents of the 83 
life insurance companies, represented by 
over 1,500 life underwriters, wish to 
register a protest against this action, 
which we feel is a discrimination. These 
83 companies contribute a great deal to 
the doctors yearly in the way of medical 
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fees from their business, as well as from 
services rendered to the families of life 
underwriters of King county. We feel 
that your proposed project could be han- 
dled efficiently and satisfactorily under 
an open field, as was demonstrated in 
the recent Orthopedic hospital drive, and 
that the harmony and cooperation be- 
tween our companies and the doctors of 

King county would be strengthened in 
this manner. We believe that the plan 
as outlined in the bulletins mentioned 
can be thus changed to reflect a more 
liberal attitude.” 

x * * 

Los Angeles.—Life underwriters who 
are leaders in the production of business 
were scheduled to appear on the enter- 
tainment program of the dinner meeting 
of the Los Angeles association on May 24. 

Dwight Brooks of the Aetna Life was 
to be the first speaker, his subject being 
“The Value of the Agent’s Time.” 

“Sizing Up the Buyer” was the subject 
assigned to L. C. Appleman, of the Massa- 
chusetts Mutual Life, who was to pre- 
sent an effective method of analyzing a 
prospect's needs in order to determine the 
most fitting life program for his con- 
sideration. 

Les Roscoe of the Equitable Life of 
Iowa in “Creating the Desire to Buy In- 
surance” was supposed to tell how he 
arouses interest on the part of the buyer 
to the point of closing. 

Charles K. Brust of the Guardian Life 
was to cover “The Get-Away and Laying 
the Ground for Future Business,” ex- 
plaining how he makes the client a busi- 
ness producer after his signature has 
been obtained. 

x * x 

Peoria, Ill.—Jules Girardin of the R. A. 
Judd office of the Phoenix Mutual Life in 
Chicago addresses the Peoria association 
May 25. His subject is announced as 
“Glancing Backwatd and Looking For- 
ward.” Mr. Girardin is well known in 
Chicago and Illinois life circles and is 
styled the dean of life underwriters in 
Chicago. 

x * x 

Southeast Texas—Some 50 bankers and 
representatives of trust companies heard 
Browne Baker, trust officer of the Guar- 
dian Trust Company of Houston, discuss 
trusteeing funds and securities and trus- 
tee’s liabilities at a meeting of the South- 
east Texas association at Beaumont, Tex., 
a few days ago. It is planned to have 
further discussion of trust business in 
the future that bankers and insurance 
men may better understand this problem 
and work hand in hand to solve it. 

*x * x 

Buffalo—Edward W. Selvage, general 
agent of the Connecticut Mutual, was 
elected president of the Buffalo asso- 
ciation at its annual meeting, with 
Reginald T. Wheeler, New England Mu- 
tual, first vice-president; H. W. Smith, 
Aetna Life, second vice-president; Ed- 
ward A. Dunlop, Travelers; secretary; 
Edwin H. Hannel, State Mutual, treas- 
urer; Walter B. Sheehan, executive sec- 
retary (reelected). Directors named for 
three years are: Irwin H. Lephart, Ed- 
win H. Hannel, Morris S. Taber and H. 
W. Smith. 

The association will hold an evening 
dinner June 5, when a_ speaker of 
national prominence will be heard. 
James Y. Cameron, Jr., of the Union 
Central was named chairman of a com- 
mittee to arrange for the annual outing 
to be held some time in June. 

_ =. 

Greensboro, N. C.—John T. Hutchinson 
of Detroit, secretary of the Insurarice 
Federation of America, was presented 
last week to the Greensboro association 
by W. B. Merrimon, a friend of long- 
standing. Mr. Hutchinson spoke of the 
interest being taken in the reorganiza- 
tion of the federation’s chapter in North 
Carolina. 

President W. J. Bernstein announced 
that illness had prevented the presence 
of M. Albert Linton, vice-president of 
the Provident Mutual, but that Mr. Lin- 
ton will be in Greensboro and will at- 
tend the association meeting on June 6. 
S. L. Booke, assistant actuary of the 
Pilot Life, made a talk on modern 
actuarial methods which was followed 
by a number of short talks on present- 
day trends in life insurance trusts. 


CODE ON TRUST PLANS 
ADOPTED IN NEW YORK 


(CONTINUED FROM PAGE 3) 


tionship which may result from the con- 
tact of the prospect with the trust in- 
stitution. 

4. Relations should be such that un- 


derwriter or trust official may seek the 
collaboration and assistance of the other 
in any given case, with the confident 
assurance that such trust official or un- 
derwriter, as the case may be, will do 
nothing to jeopardize the existing rela- 
tionship and will contribute his part to 
a comprehensive estate service. 

5. When an insurance trust is under 
joint solicitation, the trust official and 
underwriter will continue to collaborate 
until the estate program under consid- 
eration by the prospect has been ar- 
ranged, adopted and put into effect by 
the execution of the insurance trust 
agreement, will, or other necessary 
papers and the delivery of the policies 
or other property in connection there- 
with. 

Recognize Two Fields 

6. Trust officials are not expected to 
furnish actuarial and mathematical cal- 
culations on prospective cases but may 
furnish to the underwriter such calcula- 
tions or other service as they may think 
advisable. 

7. The monthly income policies and 
the mode of settlement options provided 
in life insurance policies are recognized 
by trust officials as a useful and valuable 
service to the policyholder, and the in- 
surance trust is recognized by the life 
underwriters as an additional service 
available to the policyholders either 
entirely or in part. The suitability of 
one or the other, or both methods of 
providing for the management of the 
policy proceeds is a matter for deter- 
mination in each individual case and is 
not a controversial subject in which the 
interests of the trust officer and the life 
underwriter are at variance. 


Principles Approved 


These principles were approved by the 
joint body, and it was recommended 
that the two associations retain the com- 
mittees on cooperation and continue the 
work which has been so successfully 
launched. 

The committee of the New York As- 
sociation of Life Underwriters consisted 
of the following: Graham C. Wells, 
Provident Mutual Life, chairman; W. 
F. Atkinson, Northwestern Mutual Life; 
C. E. DeLong, Mutual Benefit Life; 
G. A. Eubank, Johnson & Higgins; 
Peter M. Fraser, Connecticut Mutual 
Life and president of the New York 
Association of Life Underwriters; G. A. 
Kederich, New York Life; Julian S. 
Myrick, Mutual Life of New York and 
president of the National Association of 
Life Underwriters; and Gustav C. 
Wuerth, Northwestern Mutual Life and 
the next president of the New York as- 
sociation. ; 

The committee of the Corporate 
Fiduciaries Association consisted of the 
following: C. A. Scully, vice-president 
National Bank of Commerce, chairman; 
T. N. Babcock, vice-president Equitable 
Trust Company; R. E. Cocks, vice-pres- 
ident Guaranty Trust Company; J. T. 
Creighton, assistant trust officer Na- 
tional City Bank; C. C. Price, trust of- 
ficer, Bankers Trust Company. 


VIEW EFFECT OF NEW 
YORK INVESTMENT/LAWS 


(CONTINUED FROM PAGE 3) 
were also desirous of a means to hold 
their investment return on a stable basis 
by extending their funds into slightly 
higher interest fields. This is made pos- 
sible under the revised New York law, 
though still far from the free range that 
many companies would like to have. 
It still places the American companiés 
at a disadvantage in meeting Canadian 
competition, for the free range of in- 
vestment policy in effect in the provinces 
to the north gives them all a consider- 
ably higher average rate of interest on 
invested assets. 

Seen in Sun Life 


This is strikingly apparent in the case 
of the Sun Life of Canada, which is 
aggressively spreading its organization 
throughout the United States and which 
is a competitive factor in many com- 
munities. This company is not a factor 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. 
Telephone Wabash 3933 


Chicago, Ill. 


























Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 
tive supervision. 

Important General Agency appointments are being 
made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 
ably at work. Address— 

Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 











Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President 


A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 
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Do your fellow agent a good turn—get him ac- 
quainted with The. National Underwriter, the real 


insurance newspaper. 
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January 1, 1902. 


THE COLUMBIAN NATIONAL 
LIFEJINSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


We stand first in’ amount of insurance in force and volume of assets 
of all the full level net premium reserve companies organized since 


The COLUMBIAN NATIONAL is a good company to represent. 
A few agency opportunities are open. 


Communicate with the Agency Department 
77 Franklin Street, Boston, Mass. 























Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health ‘Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 





Onto - InpriaANA - Micnican - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxtanoma - CALiForniA - ILurNors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 














section may not be under contract. 


A. L. Key, President 





TE ccccccccccccccveccccocccccsececcosvccoscoccosesces 


Why Not cccccccccccccccccsccccccccesccececcescoves 
Get into an organization where the company officials thoroughly appreciate the field man’s 
problems—where you will receive real co- operation and constructive help. 

Several openings where the opportunity is great for building a successful agency. Your 


J. M. Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 
Faithfully Serving Insurers Since 1903 


Operating in Alabama, Arkansas, Florida, Georgia, Louisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. CNU 




















WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does rot satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $75,000,000 in 
assets and over $366,900,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


— Oxpfglere 


Jnsurance Company of America 
Jima Compons wis. 

operating in the toliowmg states: Califor- 
nia, Illinois, Iowa, Michigan, Minnesota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
South Dakota, Texas, Washington, Wis- 
consin. 

Give us a ring or address us if unattached. 




















Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 



































in New York competition, of gourse, 
for its investment policy prevents it 
from entering this state. It is actively 
pursuing the business in the other states, 
however, and is rapidly growing in this 
country. With its higher interest re- 
turn, the Sun Life is enabled to operate 
on a different basis from that in use by 
the American companies and it offers 
many features that the American laws 
prevent. The net cost is held down to 
a minimum and at the same time the 
commission scale is put above that al- 
lowed by those governed by New York 
laws and others patterned after those. 
Also, the higher interest return enables 
the company to offer a gratifying return 
on policyholders’ funds left with the 
company. This is an example of the far 
reaching importance of the investment 
policy. By the increasing of investment 
return in this way, the Sun Life is able 
to liberalize its entire policy, both in 
the actuarial and agency departments. 


Has Remarkable Return 


Just as an example of the effect of 
the Canadian policy, the Sun Life: table 
of investment holdings shows a schedule 
that no American company can dupli- 
cate. The list of stocks held is larger 
than the list of bonds held and in the 
stock column are shown many large 
blocks bringing in from 10 to 20 per 
cent in dividends. These totals have 
a decided effect on the average interest 
return. As a result the company shows 
an average return on invested assets of 
6.75 per cent and pays 5.5 per cent on 
funds left with it. This can scarcely 
be duplicated by the American com- 
panies, even under the new liberal fea- 
tures of the New York laws. Such 
holdings as the American Telephone & 
Telegraph, a common stock which ranks 
on the market today with thé best of 
bonds, predominate the Sun’s list. The 
company holds about $12,000,000 of that 
institution’s shares, being the heaviest 
individual share-holder in the United 
States or Canada. Other common stocks 
held by the Sun include Standard Oil, 
New England Telephone & Telegraph, 
Public Service Company of New Jersey, 
United Fruit, United Shoe Machinery, 
General Electric, Commonwealth Edison 
and countless other utilities and indus- 
trial shares that have greatly appreciated 
in value and also offer rich returns that 
bonds could never reach. In the list of 
preferred stocks there are also many 
that show 8 per cent returns. Not only 
has the company benefited by these 
high returns, but it has profited by 
numerous stock dividends in recent 
years. Its holdings in A. T. & T. stocks 
alone represent a rich windfall at this 
time, in view of the announcement last 
week that the increase in capital stock 
can be purchased at par by present 
holders, one share for six. 


Have “Frozen Assets” 


The comparative result of the Ameri- 
can policy is that the life companies 
in this country suffer in a degree from 
frozen assets. It is also seen in com- 
parison with the fire and casualty com- 
panies, for the American companies of 
these two classes have fallen heir to the 
same rich harvest as have the Canadian 
companies. The investment returns of 
the fire and casualty companies have 
been a decided factor in those classes 
of business. The financial departments 
have bolstered up the underwriting de- 
partments and enabled the companies to 
show a good profit even in the face of 
some notable underwriting losses. The 
past few years have been prosperous 
ones for the fire and casualty com- 
panies, as indicated by their soaring 
values on the open market and their 
frequent declarations of stock dividends 
in addition to increasing annual returns. 
But all the while that the other com- 
panies were enjoying this prosperity 
wave, the life companies have been held 
to their old conservative investment 
policies and only now are permitted to 
dabble with restrictions in the field of 
preferred stocks and debentures. It has 
to an extent frozen their huge resources 
and prevented their profiting by the 
great returns available to those invest- 
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ing in the gilt edge stocks such as A. 
x @& 2. 


Some More Conservative 


There is another viewpoint, however, 
which regards even this recent liberali- 
zation as a dangerous tendency. It is 
believed by some that the unrestricted 
investment policy has dangerous poten- 
tialities. A shift in the remarkable 
market conditions of the past decade 
might work to the great disadvantage of 
those investing in the securities that 
would be affected to a greater extent by 
market fluctuations than are bonds. In 
a depression, the bonds do not feel the 
downward trend as do the stocks and 
such a possible depression might prove 
costly in a counter-development to off- 
set the appreciation of recent years. 
Even the reserves for contingencies 
might be wiped out by a few days un- 
satisfactory activity on the open market. 
And this loss might amount to far more 
in a year than the increase in interest 
return from the higher paying securities. 
It is a possibility that the more cautious 
view with alarm, though it is greatly 
discounted by most who study the mar- 
ket. The type of holdings that the life 
companies do and would add to their 
treasury would be of the type that 
would not be swept down by the market. 
They are not of a speculative nature 
and, though some may speculate in their 
sales, the life companies would enter the 
market on an investment basis and be 
unaffected by temporary disturbances. 


Advantage Is Seen 


The extent to which a company may 
be affected by such interest returns can 
readily be seen by comparison of the 
Sun’s rate of interest with what might 
be considered an average for American 
companies. The Sun earns 6.75 per 
cent. Were the American average said 
to be 5.25 per cent, there would be an 
advantage of 1.50 per cent, which would 
mean an increase in income on such a 
company’s funds of $5,000,000 or $6,- 
000,000. This, in turn. is 75 per cent of 
the total paid in dividends to policy- 
holders and is 30 per cent of the total 
paid in commissions. With this advan- 
tage of income, it can readily be seen 
what opportunities there are for liberal- 
izing underwriting and actuarial prac- 
tices, without in any way weakening the 
reserves back of the policies or the com- 
pany. 


Situation Watched Closely 


The investment situation is being 
closely watched and it is expected that 
at least the liberalization effected in 
New York will be emulated in other 
states. Many states had patterned their 
laws after those in force in New York 
and thus they may revise them accord- 
ingly. It is evident that some such 
attempt will be made in some states, as 
a movement is already under foot. 
Others have now more liberal laws and 
their companies have been enjoying their 
features, provided they were not con- 
templating entering New York. There 
is no uniformity in this matter and thus 
there are almost as many varieties of 
laws as there are states, though the 
companies have been bound by the most 
strict of the many in which they oper- 
ate—which in the past has meant New 
York. 


Quick Relief Given 


Life insurance claims resulting from 
the explosion in the Mathers mine at 
Waynesburg, Pa., will be paid at sight 
by the Metropolitan Life, which carries 
group insurance on this company’s em- 
ployes. Three representatives of the 
Metropolitan are now on the ground 
and as soon as identification is made the 
usual formalities will be dispensed with 
and the insurance will be paid at once. 
No report of the claims has been re- 
ceived at the home office, but it is esti- 
mated that they will total $100,000 in 
the Waynesburg disaster. This is a part 
of a group of 4,000 employes of the 
parent company, which is at Cleve- 
land, O. 
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A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 
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A Life Insurance Trust furnishes 
the additional safeguard. 


YOU CREATE—WE CONSERVE. 


CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So, Spring St. 
LOS ANGELES 


“The Trust Company of the 
California Bank Group” 











ILLINOIS 








LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 











THE 


BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. R Id. 
PRESIDENT F 
Floyd B. Weakly 
SECRETARY & TRUST OFFICER 


R. B. Upham 





PEOPLES TRUST AND SAVINGS 


VICE-PRESIDENT 











“T’ll Make Assurance Double Sure” 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


‘THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 





MARYLAND 
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MARY 
TRUST COMPAN 


Northwest. Corner 
Calvert and Redwood Streets 
BALTIMORE 


Robertson Griswold Vice President and Trust Officer 





CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 





MASSACHUSETTS 
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be swung over to the 
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Excerpt from an article by 
@ prominent underwriter. 


First Trust and Savings Bank 


Chicago 


New England’s 
Largest Corporate Fiduciary 


Individual Trusts. . .$133,000,000 
Corporate Trust..... 898,000,000 
Agency Account...... 348,000,000 


TRUST DEP4RTMENT 


OLpD GOLONY 


Trust COMPANY 

















4 = Company is glad to codperate impar- 
tially with all insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 
140 Broadway 











NEW YORK 








Cooperation is gladly extended to Life 
Underwriters on Insurance Trust cases 
requiring the personal assistance of an 
experienced Trust representative. 


THE NORTHERN 
TRUST COMPANY 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 
57 Broadway 
TRUST DEPARTMENT 


VICE PRESIDENTS 
George E. Warren 
TRUST OFFICER 
George A. Kinney 


ASSISTANT TRUST OFFICERS 


Reeve Schley 

















A New Department 


Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
man. The National Underwriter takes great 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- 
tions which are particularly well equipped to 
render valuable service to the life insurance man 
dealing with Life Insurance Trust and other 
Estate Problems. 

















CHICAGO Georee tHe Siiver ; Hie The National Underwriter 
Frederick Pintard CHIC A 
JUST WHAT YOU WANT 
The best in Life and Casualty contracts. DIRECTORY OF 
Liberal Commissions, Non-forfeitable Renewals. LIFE INSURANCE 
Leads and genuine co-operation. ILLINOIS 


This is the oldest Life, Health and Accident Company in the Northwest. 


have been substantially increased by energetic new management. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 


T. O. Berge, President 





706-10 Plymouth Bldg., Minneapolis 


Assets and surplus 


P. G. Erickson, Secretary 





OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS, CO. 


of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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PUBLIC LIFE BUSINESS 
STILL HOLDS TOGETHER 


(CONTINUED FROM PAGE 5) 


good price on the business if it did not 
have to be paid in cash. The liens 
would also protect the purchasing com- 
pany from a flood of demands for cash 
values. 

The handling of the Pittsburgh Life 
& Trust reinsurance is pointed to as a 
method that might be followed. The 
Metropolitan Life took over the assets 
of the Pittsburgh Life & Trust with 
an agreement that wifen the liquidation 
of assets or the premium savings gave 
sufficient funds to restore the reserve, 
the liens would be abolished. The suc- 
cessful accomplishment of this result 
was announced by the Metropblitan 
some time ago. 


Character of the Business 


Commissioner Bailey as liquidator at- 
tempted to reinsure the business in a 
syndicate of Chicago life companies, but 
after looking over the situation the Chi- 
cago companies declined to proceed. 
No reasons were given out. The trus- 
tee or administrator plan of the Metro- 
politan-Pittsburgh conservation would 
appear to be a protection to the rein- 
suring company or companies, but the 
character of the Public Life business 





has always been looked on with some 
doubt. About half of the business is 
colored. Strange to say, the colored 
business has not shown any higher mor- 
tality with this company than the white. 
Surprising as it may be to those who 
watched Alfred Clover’s spectacular 
career, the colored business appears to 
represent good selection of risks. This 
may have been more or less accidental. 
The business was written largely on 
stockholders. Colored people who are 
thrifty enough to save money and make 
investments apparently are aboye the 
average of their race, especially in liv- 
ing conditions. This is confirmed by 
the fact that when the Public Life tried 
to write among the colored people of 
Peoria, where it had no particular selec- 
tion, it was compelled to desist because 
of unfavorable experience. 

There is another factor, however, 
which cannot very well be measured. 
That is selection against the company. 
It is this factor that has led to the rapid 
downfall of fraternal orders, once they 
got into trouble. There are a few 
known cases where Public Life policy- 
holders are continuing their insurance 
on such self-selection. How far such 
selection may. be represented in the 
business remaining in force cannot be 


nown. ; . 
The Pittsburgh Life & Trust’s busi- 
ness was conserved without delay in a 
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Come to 
California 


Where ideal road and climatic con- 
ditions enable you to work in 


comfort every day in the year; 
where you and your family will 


be happy in achieving; where life 
is at its best. 


Direct Home Office Contract, with 
full liberal commission. 


We have excellent openings just now 
for upstanding men of good 
character who want to build for 
their future. 


For full information write 


J. ROY KRUSE, President 
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powerful company, before there was 
time for any adverse selection following 
the disclosures of its looting. The Pub- 
lic Life has been in trouble for many 
years, so that whatever there may be in 
the theory of adverse selection has had 
ample time to work. A strange angle 
of the case is the fact that the mor- 
tality has not been bad. 


Dissensions in the Company 


The factional troubles of the company 
began in 1922, when one of the direc- 
tors demanded that an $18,000 loan be 
paid off. He had negotiated this loan 
with his bank and the bank was press- 
ing for settlement. The board said, 
“Well, let’s pay it; we've got $100,000 
in cash.” It thereupon developed that 
instead of $100,000 in cash, the company 
had $100,000 in notes, and incidentally 
these notes are still “assets” of the com- 
pany. Alfred Clover was forced to re- 
sign, and the stockholders took charge. 

With the election of February, 1924, 
the court contests over control began. 
One election supervised by a master in 
chancery lasted four months. The roll 
of 3,800 stockholders was called in ses- 
sions that lasted from 9 o’clock to 4 
o’clock every day, with the master in 
chancery and tellers for each of three 
factions, and another teller, supposed to 
be independent, all watching the vote. 


Building Sold for Taxes 


The court threw out the Clover fac- 
tion, but a compromise was reached, 
giving Clover seven directors and his 
opponents eight. The opponents thought 
they had a working majority, but the 
margin was too narrow to bother Clover. 
He was always a smooth worker, and 
he had little difficulty getting the extra 
votes he needed in the board, although 
he was not holding office. 

This arrangement lasted for a year, 
but at the next election Clover lost out 
so completely that when the compro- 
mise election of ten directors for his 
opponents and five for him was agreed 
upon, the opponents had to lend him 
votes to elect his five. When the op- 
ponents again took charge, they not 
only found $100,000 of unpaid bills, to- 
gether with an arsenal of machine guns, 
etc., but they discovered that the home 
office building had been sold for unpaid 
taxes. The building, of course, was re- 
deemed. 

Actuaries Left Company 


During 1926 and 1927 the disburse- 
ments of the company amounted to 
$449,000, but these included the $100,000 
of debts inherited from the “left-handed” 
Clover regime. With Clover apparently 
licked factions developed among his op- 
ponents. In February, 1927, the ac- 
tuaries of the company, E. H. Burke 
and Miss J. M. Surdam, found it im- 
practical to continue and left the com- 
pany. The directors were not only 
ignorant of insurance, but were scarcely 
willing to admit that there was anything 
to know or learn about insurance. After 
February, 1927, the company was prac- 
tically without insurance guidance. 


Ran Out of Money 


Things went along until November, 
1927, when apparently lack of funds pre- 
cipitated action. The insurance depart- 
ment deposit was unavailable. The 
building was encumbered and the secur- 
ities on hand had been hypothecated. On 
Nov. 14 the directors were in session 
when they were served with an injunc- 
tion issued by Federal Judge Carpenter. 
Their attorney told them the federal 
court had no jurisdiction and the injunc- 
tion was of no effect. The board pro- 
ceeded and the company was placed in 
liquidation through the Superior Court 
of Chicago. Director of Trade and 
Commerce H. U. Bailey was made 
liquidator under the state law. The fed- 
eral order was obtained by the rem- 
nants of the Clover faction. After the 
order of the superior court, Judge Car- 
penter told the Cloverites to see how 
they came out in the state court, and 
he lifted his own injunction. Last week 
on a petition filed by the same faction, 
headed by F. L. Uttech, Judge Carpen- 


ter issued a new injunction and ap- | 





pointed a receiver to take the affairs of 
the company out of the hands of Mr, 


Bailey. 
James W. Gullet Named 


There was some expectation that 
Judge Carpenter would appoint Mr. 
Bailey as liquidator under the federal 
court, but Mr. Bailey was technically 
in contempt of the former injunction 
and the judge did not feel he could 
properly be appointed. An impartial 
receiver was desired and the court se- 
lected J. W. Gullett, who has been since 
1924 federal receiver for the Associated 
Employers Reciprocal under the orders 
of Judge James H. Wilkerson of the 
United States District Court at Chicago. 


WOMEN HAVE ATTAINED 
INSURANCE IMPORTANCE 
CONTINUED FROM PAGE 14) 


understand women’s needs and view- 
points better than men do, and women 
prospects are more accessible to women 
agents than they are to men. 

“Twenty years ago very few women 
took life insurance. The man did the 
taking, and made the insurance payable 
to his wife, or wife and children, or 
parents. Nowadays the contrast is a 
sharp one. With the irruption of 
women into business and the profes- 
sions, they have insurance needs similar 
to those of the men, and one or two of 
their own in addition. 


Wealthy Women’s Problems Special 


“Wealthy women do have contacts 
with life insurance home offices through 
the work of the salesman. They have 
their own estates, and these are subject 
to the federal estate tax, inheritance tax, 
balance of income tax, administration 
costs, and the like, all of which would 
cut a large hole in their estates unless 
a sufficient sum of money to cover them 
was put promptly into their executor’s 
hands. And so they take life insurance, 
payable to their executors, to preserve 
their estates. 

“Many women are using life insur- 
ance for making philanthropic bequests. 
Rich women and women of practically 
no means nowadays employ it to make 
such a gift as they desire or as they 
can afford to some hospital or college, 
or old folks’ home to whose interests 
they are devoted. Another feature of 
the connection of women with life insur- 
ance is the educational work being done 
by the General Federation of Women’s 
Clubs. The federation has a home eco- 
nomics committee. This committee 
sends to its large number of affiffiliated 
clubs programs for study of insurance 
and financial matters in in all branches 
that affect the home. Life insurance has 
a prominent place on this program, and 
hundreds of thousands of women, 
mostly wives and mothers, are through 
these organizations learning the value of 
life insurance to women in the home 
and to women in business and the pro- 
fessions.” 


Frank A. Wadleigh 


Frank A. Wadleigh, veteran Denver 
railroad man, and former passenger 
traffic manager of the Denver & Rio 
Grande Western railroad, has been ap- 
pointed Denver associate general agent 
of the Penn Mutual Life, according to 
an annoucement made by Meyer Harri- 
son, general agent. Mr. Wadleigh will 
have offices in the Denver National 
Bank building. He retired from rail- 
road service several months ago. 


George Ramee Appointed 


George Ramee has been appointed as- 
sistant superintendent of agencies 0 
the Bankers National Life. Mr, Ramee 
entered the life insurance business 
1908 with the Mutual Life of New 
York. In 1925 he resigned his Mutual 
Life connection to join the Berkshire 
Life, and later he joined the life de- 
partment of the Marsh & McLennan 
office in New York. He leaves Marsh 
& McLennan to take his post with the 
Bankers National. 
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“Work” In Relationshi 


Life Insurance Salesmanship 


Outlined 


ILLIS J. BLACKWELL, star 
W oroducer with the McWilliam & 
Hyde agency of the Penn Mu- 
tual Life in New York City, spoke be- 
fore the annual sales congress of the 


° gested that I keep any record of what I 
1p to Effective was doing. This was absolutely for- 
vised an amateur record system until 

k ll such time during the year when I dis- 

by Willis J. lac we covered through the reading of maga- 

zines that others considered it import- 

| fication’ ‘To gratify means to gladden, 

| to satisfy.’ ‘To satisfy means to sup- 
ply fully, to please fully.’ 

| “Work is like tomorrow, 

| that tomorrow never comes. 


work. 


Life Insurance Work 


in the sense Is Seeing People 


Work also 





New York State Association of Life | does not exist, because it is really some-| “Life insurance is classified as ‘brain 
Underwriters at Schenectady, N. Y., this | thing else. Work just isn’t. It is either | work,’ and ‘foot work.’ What is life 
week, discussing “work” as applied to pleasure or drudgery. If you love it, it| insurance work? Seeing people, tell- 
the life underwriter. Mr. Blackwell is | is pleasure; if you detest it, it is drudg- | ing your story, and forcing a favorable 


known throughout the east for 
He has made | 


widely 
his talks on this subject. 
a notable record in 
draws his pictures from life, based on | 
the program of work he has drawn up | 


| 
| 


for himself. He said, in part: 
Work Is Read Out 

of the Picture 

“What is work, anyway? The dic- | 
tionary says that work is effort di- | 
rected to an end. The results of any 
efforts. What do we think of work? | 


The usual conception of it is drudgery, 
labor, toil. 

“What is pleasure? 
says ‘it is agreeable emotion.’ 


The dictionary 
‘Grati- 





the business and | 


| statistical and advertising departments. | 


decision. The day is divided into three 





Is eign to my nature, and I therefore de- | 


| 


| 
| 
| 
| 


ant to keep some record of a man’s | 


the salesman makes any money and pro- 
duces is when he puts in effort, actually 
talking to a prospect. 

“Making a fortune on two hours a 
day is not a myth. If you don’t believe 
it, card your time for a month, keep- 
ing an exact record of time walking, 
trolley riding, or riding in the subway, 


| window shopping, playing solitaire, and 


| ling 


ery. If you don’t love what you are ; 
doing, get out of it, and get into some-| parts. Office work, field work, and 
thing that you love to do. study. Time in the field is my pet 
. theme, especially to new men, as well | 
System Found Basic as to some of the ‘old timers.’ 
to Progressive Success “I have a client who is a writer. 


“I spent 20 years with the tobacco | About five years ago he wrote a story 
trust. I passed through the auditing, | for a sales magazine entitled ‘Making a 
Fortune on Two Hours a Day.’ 
My experience showed the necessity of | took the salesman’s time, and analyzed 
keeping personal records, and it was 
necessary to work, to have something 
to record. When I started in the life 
insurance business, no one suggested 
that I make a certain number of calls 
a day, or to see so many people. But 
most important of all, no one sug- 


street, riding on the trolley car or in 
the subway, window shopping, playing 
solitaire with prospect cards, 


or prize fight with fellow agents was 
non-productive and that the only time 


| However, 


He | 


it, and pointed out that walking on the 


manicur- | 
ing the nails, discussing the latest show | 


various other things, and then keep a 
detailed record of the exact time that 
you spent with prospects, actually talk- 
ing about life insurance, and see if you 
average two hours a day on your sub- 
ject. Now, the point is this. If you 
have an income of $5,000 a year at 
present, and if you find that you are 
carning this on an actual presentation 
of an average of one hour a day in front 
of prospects, then obviously, by doub- 
your time in front of prospects, 
your income would be $10,000 a year. 
statistics show that if you 
double your efforts in any given field 
the rewards will be more than double. 
I consider it just as necessary for a life 
insurance man to spend eight hours full 
time work every day, as for a man to 
do so, working for a corporation, in any 
other line of business. 

“That eight hours should be divided, 
six hours in the field, one hour for of- 
fice work, and one hour for study. As 
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Thrill? 


There is real satisfaction in belong- 
ing to an organization that has its 
future ahead of it! 
valued and appreciated! 


And there is a real thrill coming to 
you when each month you look 
back and realize that it has been 
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UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


Teel Geo Gace of puitay te caso of exctiented 


These and many other new and unique features make 
“The Columbia” attractive to men. 2 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
an Antonio, Amarillo and other points in the States. Very 
attractive first year and renewal commissions and exceptional line of 
If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects to visit 
Texas about May 1 and will arrange to see you personally, 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 
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C OATES & HERFURTH 
CONSULTING : ACTUARIES 
Barrett N. Coates 
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OKLAHOMA 


J. McCOMB 
* COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 





pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 

















ONALD F. CAMPBELL 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on - Funds 
175 W. Jackson Blvd. 








A. GLOVER & CO. 


Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 








GHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








OHN E. HIGDON 


224 Argyle Bidg., Kansas City, Mo. 














Mi M. Dawson & Son 








oodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 
surance and for Pension Funds—Examina- 
and Appraisals—Statistical Service 
and Installations—Companies and Associa- 
tions managed under contract—Office Sys- 
Reorganizations—Insurance Ac- 
counting and Auditing. 




















(CONT’D FROM PRECEDING PAGE) 
a matter of fact, I supplement my eight 
hours of day work, with about two 
hours of night work. 

“Most men are not lazy. Further- 
more, they are not afraid of anybody, 
but in our chosen field, a great many 
of the men seem uncertain as to where 
to go, because they do not plan their 
work the night before, and follow their 
plan. 

“There is no substitute for an early 
start in the morning. Getting started is 
more like taking a cold shower. If you 
are not feeling perfectly fit when you 
arise, and it happens to be rather cold 
weather, you sometimes hesitate about 
getting under that cold shower. It is 
perfectly all right to hesitate, provided 
you do not hesitate too long. 


Must Regularly See 
a Certain Number 


“To see 10 people a day. It does not 
mean to make 10 calls, but it means to 
see 10 people daily. From these 10 
people, you should obtain three real, 
intensive, interviews, and from every 
three real, intensive interviews, you 
should obtain one application. I keep 
a complete record of everything that I 
do. For instance, this card is my pros- 
pect card. When I return home at 
night, part of my night’s work consists 
in listing these cards and showing the 
results of that day’s work. That re- 
sult is kept on this large card in which 
I divide my call column into three parts. 
The first subdivided column is for 
policyholders called on, next those on 
whom I have called on before, and the 
third for new calls, and I make it a 
point to see at least three new people 
every day. The next column shows the 
days worked during the month, and I 
don’t fool myself a moment. If I spend 
time in the office, or have a holiday or I 
am ill, I record it in the calls column. 
Then I keep two interview columns, one 
representing real interviews and _ the 
other what I call tentative interviews, 
the tentative interview, being any time 
I mention life insurance to a prospect. 
The next column shows the applications 
giving the name and the amount applied 
for. The next column the amount 
placed, then the total annual premium 
and the total first year’s commission, 
all added up and brought forward from 
month to.month so that I can keep exact 
tabulation on any of my work and my 
production. You will also notice this 
large card is subdivided by heavy ruled 
lines into weeks so that I can tell at 
a glance whether I am producing busi- 
ness every week. 

“The first year I was in business, I 
wrote $400,000 on 41 people, this rep- 
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AGENCY SUPERVISOR WANTED 


Growing Chicago Agency of New York Com- 
pany desires experienced field man to train 
and help new agents. Reply in writing, state 
age why you think you can fill the position 
and salary expected. Address F-60, care 
The National Underwriter. 














resenting 11 months’ work as a ‘green- 
horn,’ and over half of that amount was 
written on absolute strangers on cold 
canvass. The second, third, and fourth 
years show as follows: 


Amt. 
Year Calls Int. App. Pd. for Pd. for 
102 102 57 642M 


1920 2094 023 4 
1921 2052 970 80 64 382M 
1922 1588 750 61 45 640M 
Jork- 
1st yr. Per Per ing 
Prem. Comm Call Inter. days 
1920—15,481 6,243 298 610 279 
1921—11,667 3,609 1.76 3.72 269 
1922—22,784 7,236 4.56 9.65 237 


“You will observe quite a slump in 
the third year in production only; my 
calls and interviews were standard, and 
‘paid for’ policies was larger than in 
any previous year. 

“By my system of keeping records, I 
was able to analyze this situation and 
find the trouble and it was this. I had 
been studying life insurance so inten- 
sively that 1 had become more of an 
actuary than a salesman; I bored peo- 
ple with cash values, interest earnings, 
reserves, mortality funds, etc. instead 
of appealing to their emotions and 
showing them what life insurance 
would do for them, This was cor- 
rected as shown by the results in 1922. 
Last year, my records showed that I 
received $7.91 every time I turned a 
door knob, whether the man was in 
or not, and I received $20.02 for every 
tentative interview that I had. This is 
the reason I keep a record of tentative 
interviews instead of real interviews, be- 
cause I want to know how much I re- 
ceive every time I mention ‘Blackwell 
of the Penn Mutual Life Insurance 
Company,’ even if I get no further. 


Keeping to Quota 
Is Great Sales Aid 


“In addition to these records, I keer 
a quota sheet which shows the amount 
of business I expect to write during the 
year, subdivided into months, and this is 
covered with a red diagonal line start- 
ing at Jan. 1 and running across the 
page to Dec. 31. Every month I draw 
a black ink line, and it is my purpose 
to see that that black ink line always 
keeps above the red line, In preparing a 
quota for yourself, I would recommend 
that you do not put it higher than you 
know you can accomplish; at the same 
time, do not make it lower than you 
have a reasonable expectation of accom- 
plishing, I think it a good method to 
make your quota each year show a 10 
percent increase over the year before 
Now, I know what is in the minds of a 
good many of you. You say ‘it is O. K. 
for him, but it would not do for me; I 
do not need it,’ and I want to ask you 
if you ever heard a ship captain say 
that a compass, barometer, and rudder 
were O. K. for another ship, but he 
didn’t need them. 


Value of Time Is 
Most Important Thing 


“One of the most important things in 
our work, which we lose sight of, is 
the value of time: I mean that time 
should be measured by minute and not 
by the year. A man with an income of 
$5,000 equals $1.04 each 30 minutes. 
$3,000 equals 63 cents each 30 minutes. 
$2,000 equals 41 cents each 30 minutes. 
Assuming my income to be $10,000 a 
vear, for 250 working days, this rep- 
resents $40 per dav, which at eight 
hours per day would be equivalent to 
$5 per hour. I am human and I have 
faults. I waste time the same as any- 
body, but when I do, I know what it 
costs me. If I meet a chap on the cor- 
ner and talk to him for half an hour, 
I have spent $2.50 for that conversa- 
tion. If I go to a ball game which 
takes practically an entire afternoon or 
half day, at the rate of $40 that ball 
game cost me $20, plus the expense of 
the ticket. transportation, etc. Time in 
this business is the biggest asset, and it 
must be measured in minutes, hours, 


davs. Years have no place in a life 
insurance salesman’s calculations. Your 
roal is not what the vear will vield 


but what the day 


will yield.” 
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NEWS FROM NEW YORK | 


CONTINUED FROM PAGE 14) 
bership campaign which added over 500 
names to the roll within a month. He 
has been a great aid to President Peter 
M. Fraser in directing the machinery of 
the association and much constructive 
work has been carried on this past year, 
culminating in the important trust com- 
pany conference held this week. 

se & 
TO FLY FOR BUSINESS 


Theodore M. Riehle, associate man- 
ager of the Equitable Life of New York 
in Manhattan, sails tonight (Friday) on 
the S. S. Homeric for Paris. From there 
he will fly to Vienna via Prague. The 
trip is. being taken on a life insurance 
mission and will take about three weeks. 
Mr. Riehle made a similar trip about a 
year ago to Paris and Amsterdam and 
at that time closed one of the largest 
cases he has ever written. That trip 
also took but 20 days. 

ee 
CITES VALUE OF TRUST 








Joseph J. Keon of New York, ace 
producer for the Travelers, was the 
speaker before last week’s trust con- 
ference of the Equitable Trust Com- 
pany. Mr. Keon spoke on the value of 
the life insurance trust to the life under- 
writer, citing cases from his personal 
demonstrate this. He 
spoke of one case in which he had sold 


a group policy and during the interview 


the client outlined a real estate develop- 


ment scheme upon which he was launch- 
ing. Mr. 
that this be protected by life insurance, 


Keon immediately sugested 
with a trust agreement to give latitude 
in carrying out the plan in an emer- 
gency. A trust agreement was sold. In 
another case, Mr. Keon sold a large 
policy to a man who had a $35,000 line 
in the name of his young wife, giving 
her $5,000 cash and a 20 year income. 
The trust plan gave a life income, with 
provision for emergencies that might 
require added income. 

+ + * 

SALES DEMONSTRATION GIVEN 


Presentation of a striking sales dem- 
onstration was made Wednesday, when 
the board of managers of the metropoli- 
tan district of the Equitable Life of 
New York took the grand ball room of 
the Pennsylvania Hotel for the pur- 
pose and had on the platform two 
prominent educators, who showed “how 


to win a business argument.” This 
practical demonstration of salesman- 
ship was made by Richard C, Borden 


and Alvin C, Busse, both assistant pro- 
fessors of English and public speaking 
at New York University. 
°K * * 
SELLING MUCH TAX INSURANCE 


Leon Gilbert Simon, star producer 
for the Equitable Life of New York 
in New York City, reports constantly 
increasing interest in tax and business 
insurance. Contrary to expressed fears 
that the reduction in government taxes 
would mean a reduction in life insur- 
ance sales for this purpose, Mr. Simon 
has found an increase in sales and a 
greater willingness to. recognize the 
value of such protection. Where the 
tax is prohibitive, there is an antago- 
nism which more often than not re- 
sults in refusal to buy insurance. In 
some cases it may be due to the beliet 
that avoidance of an unjust tax is the 
best policy, with a consequent hope that 
the tax may be evaded. Also, the in- 
creased size makes the proportions 0! 
the life insurance program more om!- 
nous. On the contrary, reduced taxes 
mean more tangible results. The tax 
is more readily accepted and thus pro- 
tected. And the policy to effect this 
protection need not be so large. Mr. 
Simon, who specializes in business sold 
for tax and business purposes, finds 
conditions gratifying at present, with 
sales easier of consummation than 
the past. 
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